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HE CONSISTENT QUALITY 
AND SMARTNESS,QF ‘TWEEDIES WILL 
ADD PUNCH TO YOUR FAPL BUSINESS. 


ser 


Ger off to a good start 
for Fall. Feature Tweedies 
in an advance showing. 
Run this two-column by 
six inch advertisement in 
your newspaper. We will 
gladly send you a mat 
without cost. Extra mats 
on individual shoes are 
also available. Tweedie 
Footwear Corporation, 
Jefferson City, Mo., 
Shoemakers since 1874. 


OS FOOTWEAR 


When writing advertisers please mention Boot and Shoe Recorder 
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VOICE or THE TRADE 


A NEW acid calculated to burn 
the feet of the shoeless armies of 
Haile Selassie has been commented 
upon in the news and led us to query 
a shoeman who has traveled through 
Africa a great deal. 


He said the entire army is shoe- 
less. The feet of the soldiers are 
tougher than sole leather. Strange 
to relate, the Abyssinians do not 
wear shoes because they have been 
found to create foot diseases. 
Through centuries of barefoot plod- 
ding over sharp volcanic rocks, the 
natives have developed pads almost 
as insensitive as a mule’s hoof. 

Talk about foot acid is just so 
much newspaper talk, for any heavi- 
er-than-air chemical gas affects 
footwear as well as feet, and it is 
obvious in guerilla warfare that it 
would take a ton of chemical gas to 
twitch the “tootsies” of one Ethiopi- 
an, and if it is true that the natives 
can run 50 miles a day it is obvious 
that this new cure for athlete’s foot 
will practically bankrupt Italy and 
can have little effect as an instru- 
ment of war. 


THE will of Richard Young, that 


grand old dean of the tanning indus- 
try, reveals his thoughtfulness to the 





very end. He bequeathed $5,000 to 
each of four employees of the Rich- 
ard Young Company of New York 
and $2,500 to each of 17 other em- 
ployees of the Youngco, a subsidi- 
ary. He also gave $10,000 to the 
Richard Young Association — and 
numerous bequests to friends, do- 
mestic employees and relatives. 
His memory will long be revered. 


* * * 


MissINc girl with one double 
heel! Shoe salesmen and shoe re- 
pairers are being appealed to for aid 
in locating Violet Tierney of Nor- 
folk, Neb., a 17-year-old girl with a 
double heel on right foot. The sec- 
ond heel is above the natural heel 
and protrudes slightly over the top 
of a pair of oxfords. 


The missing girl is 17, 5 ft. 6 in., 
100 lb., medium brown hair (may 
have dyed her hair to a red perox- 
ide or to a light color). Wears hair 
parted in the middle with long bob 
behind. Her under eyelids are 
slightly puffed. Her teeth are un- 
even, and her upper lip is forced 
away from the teeth. She limps 
slightly in right leg because of a 
double heel. Anyone seeing this 
girl is asked to report any informa- 
tion to the Chief of Police, Norfolk, 
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or radio station WJAG at Norfolk, 
Neb. 


* * * 


CARL and FRANK SCHUMACH. 
ER, appropriately named, represent 
the fourth generation of shoemakers 
in New Orleans. Thousands of lasts 


WE WANT A 
PAIR OF SHOES 








of customers are on file, and as a 
novel service they make shoes for 
one-legged men. They endeavor to 
find the right-legged man who would 
like the same type of shoes as some 
left-legged man. In this way they 
serve two men at the same price as 
a regular pair of shoes. 

Leopold Heck was a clerk in the 
store’s employ for 47 years, work- 
ing under three generations of the 
same family. 

Frank Schumacher says: “But the 
order that went the longest distance 
was a request for a pair of oxfords 
from a Hindu in India. A lot of 
East Indians used to live in New 
Orleans a few years ago and we had 
most of their trade. Some of them 
have gone back to India, for we re- 
ceived a letter asking for a catalog 
and later the shoes were ordered.” 


* * * 
Dr. PHILIP SUMNER SPENCE, 
osteopathic physician of New York 


City and White Plains, N. Y., in a 
g 








speech before the annual conven- 
tion of the American Osteopathic 
Association, at the Hotel Cleveland, 
said: 

“There are no rigid arches in 
your feet. But there are springs 
made by muscles, ligaments and the 
bones suspended by them in the 
form of an arched and cantilever 
truss. Our feet are as beautifully 
made and as wonderfully adapted 
as the eye and ear to the functions 
performed by them. 

“If there were arches in your 
feet, you would have two immov- 
able abutments or pillars, one at 
your toes and one at your heel, as 
well as having one more on each 
side of the ball of each foot. These 
solid pillars would make it impos- 
sible for your foot to bend or to 
move. On the other hand, the 
springs in your feet do move for- 
ward and backward, up and down. 
The elastic tissues which control the 
movements of the bones in your 
feet permit them to spring upward 
and downward, forward and _ back- 
ward, sidewise or in a rolling, wav- 
ing movement. The bones and the 
muscles, the nerves and the blood 
vessels, the lymphatics and the liga- 
ments and all the other marvelously 
constructed tissues of the feet are 
all so finely adjusted in relation to 
each other that they do not inter- 
fere with each others’ action so long 
as they are in perfect health.” 


BEAU THRU 








Ir sure looks like a return of the 
old horse and buggy (walk and like 
it) days to the people who make a 
visit to the Chicago Museum of Sci- 
ence and Industry, where a most un- 
usual exhibit of hand shoemaking is 
now on display. In the craft set- 
ting there is an expert shoemaker 
demonstrating the art of making 
shoes by hand. He typifies hand 
shoemaking as an art and an honor- 
able industry. This interesting ex- 
hibit is being put on by Marshall 
Field and Company and the Cole, 
Rood and Haan Shoe Company. 





SUCCESS! 





—We know a retail shoe merchant 
who— 

—has a decided grievance against 
the banks— 

—they won't take his money— 

—wanted to put $100,000 in sav- 
ings account, but banks said they 
had more money than they knew 
what to do with— 

—buys on a 30-day basis 

—always has money from sales to 
pay for goods 

—has discounted every bill during 
the past ten years— 

—whose July Ist statement reads 
"Assets $420,000, liabilities $10,- 
000." 

—fixtures not included in the fig- 
ures, just cash, accounts re- 
ceivable and inventory. 

—started business 25 years ago 
from scratch— 

—Nor is he the only good, success- 
ful, solvent shoe merchant in this 
country today. 

—There are many more with just as 
fine a record—possibly better. 

—But not enough of them. 

—There's stil plenty of room at the 
top. 


Fant Bod —_ 


President 





Duns by postal are forbidden. 
Despite all that has been said on 
the subject of dunning by postal 
card, there still exists some con- 
fusion on this matter. 

The Post Office Department has 
ruled against post cards which 
threaten bringing of suits or legal 
action in the event accounts or 
debts, etc., are not paid. However, 
this does not include notices of 
fraternal and other organization of 
dues, assessments, etc., even though 
they call attention to the fact that 
failure to remit will result in sus- 
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pension or other action. Neither 


‘ does it include notices of when 


accounts will be due nor a respect- 
ful request for settlement of current 
accounts. But in any case such 
payments must not appear to be 
nor be referred to as past due. 


* * * 


To Meier Swope, the veteran shoe 
merchant of St. Louis, we give our 
Summer greetings and salutations. 

Annually we get a letter from 
him: “I am about ready to go on my 
annual Summer vacation up to 
Maine. Will ask you to send me the 
Boot anp SHOE ReEcorpDeER until 
Sept. 1 to Sparhawk Hall, Ogunquit, 
Me.” 

The dean of the St. Louis retail 
trade keeps constantly in touch with 
shoes and shoemen. We glanced 
from his letter to the photograph on 
the wall in the editorial office, show- 
ing a famous group of shoemen at 
the Planter’s Hotel in 1898. In the 
forefront is Meier Swope and gath- 
ered around him are men who made 
shoe history at the end of the 19th 
century. In fact, in the picture we 
see Joel Page, the first shoe traveler 
to carry a line of samples to the re- 
tailers, back in the ’sixties. 

So we see in the span of Meier 
Swope’s interesting life the entire 
range of modern shoe development. 

Good health, good fortune and a 
glorious vacation to you, Mr. Swope. 





FoRTY-THREE pattern and shoe 
men of greater Cincinnati held their 
fifth annual outing recently under 
the leadership of Bill Plogsted, who 
is connected with Fred W. Wiech- 
man (shoe patterns). 

The Delaney Wood Heelers want- 
ed the baseball field staged on the 
potato field, but Al. Latscha pro- 
tested that “Don’t you know, the 
yams have eyes.” When the corn 
field was suggested, Lou Entner 
howled: “The corn have ears and 
we’ve got to keep this on the ‘Q.T.’ ” 
So they compromised on the daisy 
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field because Walter Hoxie informed 
them “Daisies don’t tell.” 

Patterners say that they won. ‘The 
score will never be known, for the 


players were foot coverers, not’ 


mathematicians. 


* * * 


A RMY service shoes seem to be in- 
tended for men with exceptionally 
wide feet. In advertising for 375,- 
000 pairs of these shoes, the Com- 
manding Officer of the Boston Quar- 
termaster Depot specifies that more 
than 70 per cent of them shall be 
E or EE wide. Of this total of 375,- 
000 the widths are divided as fol- 
lows: 

23,6:6 C’s, 81,936 D’s, 157,320 
F’s and 112,128 EE’s. Most of the 
F. wide shoes are in sizes 614 to 914 
—in EE wide shoes from 7 to 9. Of 
the 60 sizes and widths specified, 8-E 
accounts for about 9 per cent of the 
total. 








Give tired feet exercise—not rest. 
The cure for foot fatigue is more 
action—not less. 

Relief for the footsore and weary 
is now quite the thing for visitors at 
the San Diego Fair. It is being ob- 
tained from the new foot oscillators 
which are to be found in all parts 
of the fair grounds. A coin box on 
the machine, which takes a dime, 
gives to the tired feet of the visitors 
a generous treatment that leaves 
them completely rested and _ re- 
freshed. An unusual public interest 
in this foot oscillator has been re- 
ported. 


* * * 


u 

Lers face the facts,” says Rob- 
erts, Johnson & Rand of St. Louis, 
Mo. “When costs rise, prices rise 
or quality goes down. No amount 
of talk can change this fact. 

“Prices on basic commodities as 
well as by-products have never re- 
mained stationary. They are gov- 
erned largely by the law of supply 
and demand and fluctuate according- 
ly. 
“Leather is a by-product and it 
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represents the major cost of good 
shoes. As the price of hides and 
leather fluctuates, the price of shoes 
must also fluctuate or standards 
must be changed. No amount of 
talk can change that fact. 

“We have never tried to maintain 
fixed prices. It has always been the 
practice of our company to maintain 
quality standards and let the price 
fall where it must. Not once in the 
history of Star Brand shoes has their 
quality been lowered to meet a price 
condition. 

“By adhering steadfastly to this 
policy through good times and bad 
we have safeguarded and protected 
the interests of our customers. It 
has won the respect and confidence 
of the consuming public, and this is 
as big an asset for our customers as 
for us.” 


* * * 


THE four-millionth pair of Peds 
was manufactured on July 25. 
These abbreviated and concealed 
stockings were originally noticed in 
Hollywood and don’t show above 
the quarters of the shoe. They are 
worn by women who walk without 
stockings. 

The bare-legged fad has swept the 
country this hot Summer. The Peds 
are made in lisle and silk for Sum- 
mer wear and as a Winter item they 
are made of wool, to be worn in 


damp, cold Fall and Winter days. 
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This barefoot problem has had its 
effect on hosiery sales, but these con- 
cealed foot coverings have proven 
most practical. At a recent gather- 
ing of leather men, consideration 
was given to the tannage of lining 
leather for Summer wear without 
stockings. Wally Hatch of the John 
R. Evans Company said: “It is go- 
ing to necessitate better lining leath- 
er, but I don’t believe the tannage 
needs to be changed. Why not a 
good old-fashioned shake of the 
powder can which, after all, solves 
the problem of the bare foot con- 
tacting the lined shoe.” 


* * * 


AFTER a chat with F. 0. Robin- 
son in the Smith-Robinson shoe 
store, Santa Monica, Calif., we came 
away with the warm feeling that 
after all he had the right idea and 
was getting more out of life than 
many of his big city friends. He 
said, in part, that he certainly en- 
joyed selling shoes in a small town. 
(Santa Monica is some 40,000.) A 
chap who is close to his trade and 
knows them intimately is much bet- 
ter off than a fellow who has sev- 
eral stores or who is a big shot in 
a big town. A record of twelve years 
in business, with never missing a 
discount, is the record here. Then 


with the constantly increasing sale 
of better shoes, the opportunities of 
doing even a better job is as sure 
as can be. 





The sleep-walking shoe manufacturer who somehow never forgot to exploit his product 








Reran shoe prospects in Salt Lake City look very 
favorable for a good early Fall season. Buyers point 
out that when the season starts early there is also excel- 
lent prospects for a good mid-season business starting in 
October. There are several logical reasons for this fore- 
cast. Satisfactory business is dependent on the prospects 
of the mining and agricultural industries plus the con- 
dition of the local shoe stocks. 

In talking with A. G. MacKenzie, secretary of the 
American Mining Congress, he ventured the prediction 
that the mining industry would hold its position. Utah 
mines produce five metals from the same ore, in this 
ratio: Gold, 5.5 per cent; silver, 16.9 per cent; copper, 
52.1 per cent; lead, 21 per cent; zinc, 4.5 per cent. He 
pointed out that while the price of gold and silver was 
high, it is impossible to mine these two metals without 
piling up reserves of the other three. This would tend to 
break the price, and so make the entire mining proposi- 
tion an unprofitable one. Employment among the 
miners will continue to be what it has been for the past 
few years, or about 50 per cent of normal. 

J. E. McKendrick: “High grade business is get- 
ting stronger and will be even better next Fall. 
This is the general feeling throughout the state 
and is due to the improved conditions of the 
crops and livestock. A rancher customer tells 
me that lambs are averaging from five to six 
pounds heavier this year than last and that they 
will get even better as the feed condition is good. 
This makes Mr. Man who owns them feel better 
and spend better. 

Jesse F. Thompson: “Few people realize that the half 
million people in Utah live in a valley 20 miles wide, 
which runs 50 miles north and 50 miles south from this 
city. While the mining employment situation remains 
stationary, the farmers, stock raisers, fruit growers have 
excellent prospects of having considerable spending 
money for Fall. Bumper crops at fair prices mean lots 
of money in circulation. While local conditions look 
very good, they are nothing to brag about, but we are 
making plans to take care of some of the prosperity. 
I am sure we will see a decided trend to pattern shoes, 
mostly in the moderate prices retailing from $8.75 to 

16. That is where we are putting most of our am- 
munition. The men’s shoe volume is hitting around the 





¢ 
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O. P. |. swings into home WS. 
stretch—one year on the xy 
road and still going strong. 


$6.50 price, especially for the young fellows who buy 
the most number of pairs. Young college men have 
indicated a decided preference for Bucko leathers in 
medium toes. 

“A wonderful clean-up of all Spring and Sum- 
mer shoes together with delivery of new Fall 
shoes in July, means that our program of having 
a Fall opening in August is bound to be suc- 
cessful. With an ordinary break in the weather, 
all our early Fall shoes will be cleaned out by 
October, then we will be in the market for new 
shoes for the next three months’ selling.” 


A. G. CLAYTON, Z. C. M. 1: “The agricultural re- 
ports received by us indicate an exceptional Fall shoe 
tusiness. The fruit crop is especially good, dry farm 
crops of grains (wheat and oats) are very heavy, while 
farmers report the prettiest stand of sugar beets they 
have experienced in years. The latter is a real cash crop 
which is paid for at harvest and in addition the farmer 
gets a pro ratio percentage every three months, de- 
pendent on the price of sugar. For our particular set-up 
on shoes under my jurisdiction we have so far this 
year showed a 24 per cent increase and there is every 
indication that this will continue.” 

J. B. Bess, Paris Co.: “While the early Spring season 
was late, June was the best we have experienced. 
Stocks of Summer shoes will be so completely depleted 
by Aug. 1 that we will be forced to promote new shoes 
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SHOES Speed Up 


Harry R. Terhune 


finds Salt Lake City “opening early” 


and Denver “rairin’ to go’. 


by that date. This is a conservative town but the people 
are taking more note of what they deem as styleful and 
are most receptive to fashion information. This means 
that the prospect of selling several pairs of shoes per 
customer next Fall is very good.” 





M. Meisenholder, Auerbach’s Department Store: 
“With local conditions so favorable and shoe stocks so 
low, our Fall program calls for opening the season 
with fabrics the first of August, followed by suedes, 
then by an assortment of regular shoes.: White sales 
drop fast after July, so we should do a fair job on 
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fabrics early, during the warm weather of August and 
September. We believe that suedes will sell earlier 
and better than usual. It always has been said that 
Salt Lake City was a poor suede town, but we are look- 
ing for a tremendous sale of this material. It is sur- 
prising the amount of fashion reading done by people 
in the country sections, as well as trade right in the city, 
From many conversations with our trade I am sure that 
suedes in shoes which come well up over the instep 
will find a ready sale with our trade.” 

A. T. Thourp, Campus Boot Shop: “A large 
percentage of our trade is from the country, so 
with plenty of water and good crops within a 
hundred mile radius, we are looking for a fairly 
active Fall business. Farmers are the best spend. 
ers, when they have a dollar, they spend it, and 
as there will be many dollars in circulation among 
them this Fall, we believe that we will get our 
share. 


"THERE will be practically no stock to carry over, in 
fact, by Aug. 1, our stock will be so hungry that our 
new Fall shoes will just walk out. Prices in this store 
are from $1.98 to $4.95. We have seen a decided 
lessening in the sale of the $1.98 shoes this Spring and 
a considerable strengthening of the $3.95. prices. How- 
ever, $2.95 still remains our most popular price.” 

J. F. Knowles, Walk-Over: “In this store we are 
looking for a healthy increase for Fall to be shown in 
our women’s $8.75 grade and the men’s $6.50 price, 
These are our best prices and will continue to be so. _ 
Extra pairage in men’s shoes will be centered around 
the Bucko and soft light weight grain leathers for the 
young fellows. A well-defined series of promotions 
of colors and -materials will keep interest in the 
women’s merchandise. When there is a definite upward 
swing as is indicated in this section for Fall, well styled 
shoes shown in a series of natural short promotions 
will produce more business than trying to sell every- 
thing at once. The August Fall season will start with a 
showing of blue and green, high lighted with a little 
Burgundy, Fabrics early, closely followed by suedes 
will be the order. 

“Shoe selling is getting more and more into q 
very definite series of short color seasons each 

[TURN TO PAGE 38, PLEASE | 









By 
RUTH HARRINGTON 


Ricu fabrics . . 


. lamé, velvet, brocades, heavy silks, 
rich colors, deep and glowing, metallic trimming, fur, 
... The first fashions for evening take 
their cue from the great days of the Renaissance. 
Since the opening of the famous exhibition of Ren- 


colored stones. 


aissance paintings at the Petit Palais in Paris, the 
fashion world has been delving into the art of the fif- 
teenth and sixteenth centuries in Italy. Here is our first 


influence” for the Winter of 1935-36. 


And so if there was ever a time to feature brocades 


for evening shoes, that time is here and now. The 
smartest women want to look like great ladies—so let’s 
give them slippers to fit the picture. And nothing could 
pe richer than brocade, 








These brocades should be vibrant jewel colors—not 
delicate pastels. Gold was the ranking metal of the 
Renaissance. Gold is the trimming touch to feature. 
Multi-colored jewel trimmings are used on the new 
Renaissance-influenced dresses. The same idea lends 
itself to shoes. 

In slipper silhouettes, the sandal is still first choice. 
But a few high style designers are showing patterns 
derived from shoes worn in the Renaissance period. 
(See lower panel.) And this means shoes cut high in 
front and low on the sides with a d’Orsay line. Also 
shoes of the same basic silhouette, intricately slashed. 

Three Renaissance colors are being promoted— 


Veronese Green, Titian Red and Angelico Blue, all 
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named for Italian painters of that colorful period. They 
are just the three favorite high shades by a new name 
—but what would we do without new names? 


IN contrast to the Renaissance theme, we have the 
“classic” influence continuing—draperies, simple pure 
lines. The photograph at the upper right is an example. 
or these dresses the Greek sandal is the appropriate 
choice, most appropriate of all with the low heel, at its 
best in gold and silver kid, gold leading. 

And then we have dresses that are just lovely dresses, 
without any pronounced “influence.” For these the 
favorite shoe continues to be the crepe or satin slipper 
dyed to match the dress or its trimming. The woman 


who has one new evening dress a season continues to 
choose this practical and less expensive shoe. 

The matter of heels is important. “Flats” are ex- 
pected to continue in a limited way—somewhat more 
limited than last year, with the squared shape their 
newest expression. High heels give the grace that most 
women want. The intermediate heel, 15/8-16/8, in a 
modified Louis shape, is the new note. Most retailers 
are enthusiastic about this compromise heel. Not only 
can it be sold as something new to their smartest cus- 
tomers but it offers a conservative silhouette that older 
women have always wanted—a graceful heel in a com- 
fortable, wearable height. 

There is a choice for everyone in the new evening 
fashions—for the woman who likes to look like a Ren- 
aissance Duchess or a Greek Goddess, or for the one 
who wants to be simply and suitably well dressed. 





The FIRST STORM ... 


THE sale of rubbers, galoshes, boots and all types of 
Fall and Winter overwear deserves planned promotion 
rather than last-minute emergency consideration—when 
the first storm hits your town or city. 

The volume of business that the average family shoe 
store does in rubber wear, including tennis types, is at 
least 10 per cent of the total business of the store in 
any one year. 

The diminishing interest in the past few years in the 
sale of rubber wear developed from the merchandising 
abuses which previously existed in the sale of these 
accessories. When department stores and large oper- 
ating groups use rubbers and galoshes as bait for cus- 
tomers, traffic-makers and price promotions, the interest 
of the merchant who sold regular rubbers in a regular 
way at regular prices diminished with his lessening 
sales in these items. 

But the rubber industry this year has become more 
stabilized than it has been in a dozen past volume- 
output years. The great controlling stabilizer was the 
cooperative agreement of all rubber houses to maintain 
wages, hours and the child labor provision. 

This fundamental agreement had a secondary effect 
of limiting discount concessions. Another factor was 
the clean conditions of inventories at all points. In fact, 
the stocks in retail hands, as determined by the census 
made by the Department of Commerce (especially pre- 
pared to cover waterproof rubber footwear), reported 
that there was an average of 306.4 pairs per company 
in inventory March 1, 1935, as against 331.8 pairs per 
company on March 1, 1934. 

Some 11,786 distributors reported and that group 
study is a large enough sample to indicate that it is 
approximately a universal condition of less inventories 
and less carry-over. 

Although there is always the chance that some outfit 
will rush into advertising space in the daily newspapers 
on the day of the first storm, offering old stock rubbers 
assembled from the far corners of the country for such 
a promotion, the chances this season are less than in 


Fall and Winter on Forty- 
Second Street, one of the 
greatest traffic streets in 
America 


many years. The rubber companies themselves have no 
appreciable carry-over stocks in view of the price of 
rubber in the international markets and the exchange 
at which it is purchased. 

The stability of the rubber market, rubber manufac- 
turer and rubber wear division gives to retail distrib- 


utors in every division—family stores, specialty store 
departments, stores generally and everywhere else 
where galoshes and rubbers are sold at retail—an op- 
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“Start the season right”—with the 





cooperation of merchants in your 


town or city—Join in a Campaign for 


Regular Rubber Selling -— profitably. 


: PLAN NOW-the First Storm Pro- 


4 motion—Cooperative. 








BOOT AND SHOE RECORDER, August 10, 1935 





Page 19 





KEEP IT Clean... 





Dont 
Dump last season's left-overs 
Slash prices to corner market 


Muddy up the regular market 


Play “smart-guy” advertising 
Copy 





portunity to serve and sell the American public a 
regular commodity at a regular price and a fair profit. 


Bur what is necessary is an appreciation of the return 
of rubbers to legitimate shoe store sale—not as a 
dangerous, perishable item subject to the acute com- 
petition of the spectacular sales maker but as a neces- 
sitous article that can be sold for its utility, value and 
its fashion interest at a regular price, in a regular way, 
at the opening of the season. 

One victory for retailing rubbers in one season will 
do more to make this end of the business a steady ser- 
vice and profit maker than any other economic develop- 
ment at retail. 

So for that reason we urge that all merchants in all 
communities get together to consider the sale and ser- 
vice of rubbers and galoshes in their community and 
to draw up the necessary gentlemen agreements. The 
season will start regular and every effort will be made 
to continue it in the height of the selling season. 

Such cooperative agreements in anticipation of the 
season will increase the total traffic in dollars in practi- 
cally every shoe store in America. 

Through the Department of Commerce, and the co- 
operation of the Rubber Manufacturers Association, the 
following statistics prove the stabilized position of the 


market: [TURN TO PAGE 36, PLEASE] 











Making the Shoe 





Buyer 


a Circus Performer 3 


E VERYTHING else has changed in merchandising, 
but the department store still looks backward to the 
corresponding day and month of a year ago. And the 
buyer is prodded into frenzied effort to keep up the 
volume—let the profit come later. BEAT LAST 
YEAR’S FIGURES—nothing else counts. Dollar 
figures are more important than the names of cus- 
tomers and when it comes to anniversaries, jubilees, 
sales, celebrations and store-wide ballyhoo, the shoe 
department must forget its normal, natural function of 
selling and servicing customers with sizes and fittings. 
It must put on a tinsel cap and act like a clown to 
entertain the mob with bargains and more bargains. 
Everything to make a traffic. Nothing to build a serv- 
ice business. 

We recently sat in on a meeting of a merchandise 
manager with his buyers. He was laying out the quotas 
for the next six months’ business. Each department 
chief was asked to estimate the increase of business that 
he anticipated. Man after man said 15 per cent, 20 per 
cent, 25 per cent. The taciturn shoe buyer mentioned 
a mere 4 per cent and everyone in the room gave him 
a merry ha-ha. He responded: “All you birds may 
promise much, but I know what I can deliver. Mark 
my word, when the season is over, I will be nearer right 
than you are.” 

To make the volume, these buyers are expected to be 
miracle men, each in their line. But there are no 
miracles in shoes, because shoes cannot be sold that 
way. Most of these department stores are “buying- 
business” instead of “selling-merchandise.” The sincere 
shoe buyer has, perhaps, the mistaken idea that he is 
employed to sell goods and not to buy crowds. 

The department store system is so rigid that it will 
not bend. It would rather break than change. And 
yet the envy of the shoe trade for a score of years has 
been the ability of the department store to attract cus- 
tomers and to operate so complicated a machinery at 
a profit. But in shoes the department store, as a rule, 
has not done a profitable job. It is not because of 
lack of men and personnel—for the best brains at 





By 
ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


retail have been employed these past twenty years in 
the selling of shoes in shoe departments. It is the 
system of department store operation that is at fault. 
Ii is not flexible enough to realize that shoes cannot 
be sold all of the time on the same selling principles 
as dresses, hats and packaged goods. Shoes are a 
matter of sizes and service—regular customers and not 
transients. Regular contact by the shoe department 
with the public is necessary and not promotions under 
store-wide blanket coverage. 

The real answer to the chaos of department store 
merchandising and the numerous changes in buyer- 
ships everywhere, is that the rapid growth and develop- 
ment of shoe chains has been at the expense of the 
department store and not the service shoe store. If 
the department stores continue to operate shoe depart- 
ments as they do today, tied to the tail of traffic, then 
there is but one way out—the majority of shoe depart- 
ments will be operated by leased department organiza- 
tions not subject to whims of volume and the emotions 
of the crowd maker. 

There are still to be found many sane, sensible mer- 
chant-buyers standing strong enough in their own 
profits to resist the emotion of the institution, but even 
they falter—when everyone else is in lock-step except 
the shoe department. 

A good example of the strength and purpose of shoe 
men in department stores, will come shortly when all 
the shoe men in a community agree to a sound pro- 
motion and particularly to a clearance dating. The 
agreements will hold until some merchandise manager 
gets into the mood of being viciously competitive, for 
then he will force the buyer’s hand and we will see 
suedes dumped in mid-season, rubbers sold off when the 
first storm hits town, etc., etc. But these competitive 
[TURN TO PAGE 43, PLEASE] 
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WHAT 
EVERY MERCHANT 
SHOULD KNOW 


HE AMERICAN WEEKLY knocks a 

home run for advertisers. It has 
twice the sock because it is bigger in size, 
goes to more than 5,900,000 families 
—twice as many as any other national 
magazine. This Mighty Magazine con- 
centrates its greatest force in the richest 
retail areas where most of the people live 
and the greatest buying is done. You are 
a lucky man when the goods on your 
shelf are advertised in this far-reaching 
magazine. That means constant cash 
register music — more sales — more 
profits when you display goods adver- 
tised in The American Weekly. 











The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed through 17 
great Hearst Sunday Newspapers. In 614 of America’s 995 towns and cities of 10,000 popula- 
tion and over, The American Weekly concentrates 67% of its circulation. 

In each of 158 cities, it reaches one out of every two families 

In 146 more cities, 40 to 50% of the families 

In an additional 139 cities, 30 to 40% 

In another 171 cities, 20 to 30% 


... and, in addition, more than 1,982,000 families in thousands of other communities, large 
and small, regularly buy and read The American Weekly. 


TH ENN ERICAN 





Greatest 
Circulation 
in the World 
eee ee ae iy AES 


“The National Magazine with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 
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P Layinc the ends against the middle aptly illus- 
trates the way several Los Angeles stores merchandise 
their stocks in regard to their size buying plans. 

One store is eminently successful by concentrating 
heavily on the middle sizes, while others find it good 
business to bear down on the ends. In a city of this 
size, both ways of doing business are practical. This 
is proven because all stores quoted are operating on a 
profitable basis. 

Take the case of Silverwood’s. When M. Kalsman 
goes out to buy shoes, the only sizes he seriously con- 
siders in his regular stock are those from 7 to 11] in 
A to D widths. In the four local Silverwood stores, 
those are the sizes which sell best and so are the ones 
which are stocked the heaviest. The policy of the 
house, however, is to have every size and every style 
within reason. As a result of this policy, shoes are 
carried in sizes from 5 to 13 and from AAA to D 
widths. The point is, all shoes outside of the heart 
sizes are bought and stocked in a decidedly original 
manner. 

Special shoes are bought in the sizes below 7, over 
1] and again in the AA and AAA widths. The sizes 
5 to 614 are not worth much of anything in this store 
in proportion to the faster selling sizes. A stock of 
about 18 pairs of browns, 18 pairs of blacks and 18 
pairs of sports is maintained on these small sizes. 
These shoes are bought only on those styles which look 
good in these sizes. Exactly the same procedure is 
followed on the sizes over 11 and again in the nar- 






















The plain figure sizes represent what was 
left from a 1,000 pair purchase after two- 
thirds of the stock had been sold. Figures 
enclosed with circles represent the original 
sizes bought in the 1,000 pair buy. 


600 pairs bought in these sizes . . . 399 
pairs sold . . . and the remaining sizes are 
in true proportion to the original purchase, 
proving the accuracy of the s‘ze ordering. 


row widths. A number which may look and sell ex- 
tremely well in the heart sizes will look out of pro- 
portion in the small run and even ungainly when built 
for big men. 


In racking these three groups of extreme sizes, all 
styles and prices of a color are hashed in together 
and given a common number before the stock number. 
It works this way: No. 140 indicates all the 5, 514, 6, 
61%4’s in brown; No. 150, all the AA’s and AAA’s in 
browns; No. 160, all sizes over 1114 in browns. Nos. 
240, 250 and 260 represent the same group in black 
shoes. 

There is a great deal of sense in this method of mer- 
chandising, as a man who wears a 5 C is usually vain 
about his feet, so wants a trim little shoe, while the 
fellow who wears a 13 AAA is primarily interested in 
getting something comfortable. 

This is one proven way of solving the size problem 
well worth the consideration of all buyers. 

Up the street is another buyer who is making good 
money for his house on a stock of 2000 pairs of men’s 

[TURN TO PAGE 40, PLEASE | 
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HERE’S HOW 















CAN BUILD ¥? YOUR SHOE SALES 


F you give increased value, you’re on the right track 
for increased sales in the shoe business. 


There’s an easy, “sure-fire” way to do it—simply fea- 
ture shoes that deliver the maximum of extra wear. 


For people today—more than ever before—want econ- 
omy. And experience has proved to them that economy 
in shoes starts on the ground floor—with the sole. 


So, let people know that your shoes are on Goodyear 
Wingfoot Soles, because no sole has ever been built 
that will last longer! 


See for yourself how these thrifty, sure-footed, com- 
fortable, waterproof soles can build up shoe sales. 
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The Fall Parace 
Of EMOTIONAL MERCHANDISE 


THE great problem, as I see it today, is that merchants 
are not keeping pace with these fast-changing evolu- 
tions or style influences. I am not so much concerned 
with the sophistication of the public as I am with the 
sophistication of the merchants themselves, and if mer- 
chants realize the tremendous possibilities of the use of 
color, they would soon realize that they must show the 
“Colorful Parade of Emotional Merchandise” in har- 
mony with the change of emotions of our people. 

What America needs is a mental shower bath to rid 
us of the drabness of the past, and it is about time that 
we develop the “Repeal of Men’s Color Prohibition 
Law.” This should be impressed forcibly upon the 
merchants, and merchants have not yet realized that 
they are losing thousands of sales because of the fact 
that “They ain’t got,” so I personally look for the 
demand for color in all articles of dress to grow and 
grow for each and every occasion. 

We will have dozens and dozens of new kinds of hats 
to meet the requirements of ceremony, business and 
sports, and this year some of the new hats are the color- 
ful straws in brown, blue, and green, the cocoanut 
straws with hand-painted Madras pugaree bands, Shan- 
tung and white bands. The blue opera hat, the blue 
Homberg, the midnight blue derby, the Tyrolean, the 
pork pie, and other various colored derbies. I am men- 
tioning these new hats as it will help to arouse a greater 
enthusiasm in the manufacturing of hats, and if these 
are properly dramatized and presented to the public, 
there is no reason why we cannot put economics in our 
styles. 

The shirt people have done a good job, for they have 
put emotional appeal in their products, and shirts have 
never been as interesting and colorful as they have been 
this past season. 

Colorful robes of all kinds, robes for the home, robes 
for the club and seaside offer great possibilities. No 
doubt the influence of the actors of the stage and the 
movies have broken down the superstition against re- 
laxing garments of this type. 

The Shoe Industry is realizing that their product has 
been too drab, and this year we have seen the influence 
of air-conditioning and air-flow, with perforations, etc. 
A greater demand for brown shoes by next Autumn 


By 
Raymond G. Twyeffort 


National Stylist and Pioneer 
in Stimulating Color for Men 


should reach a ratio of 50 per cent brown as compared 
to 80 per cent black and 20 per cent brown in January. 
No doubt that the big change in colorful fabrics and 
a change of design in clothes has made this possible. 
We have already had a greater variety of novelty shoes 
for each and every occasion, and a tremendous selec- 
tion of white shoes of all kinds. 

Some of the newest shoes which we have seen lately 
are the canary colored reversed calf with green laces. 
and green rubber soles for outing use, canary cream, a 
buck with red rubber soles and red laces for outing, a 
brown reversible buck with rubber soles for outing, a 
combination shoe of canary reversed calf with Bur- 





Raymond G. Twyeffort 


gundy wing tips and a red leather sole for street wear, 
a blue, green, and wine kangaroo buck dancing pump 
with colored silk linings such as red, royal blue, purple, 
and a white buckskin with red soles. This is all good. 
business for a marked differentiation between the Win- 
ter time and hot weather attire. 

Only the past year or two did men dare wear white 
suits in the Summer in our Eastern metropolitan cities.. 
It was almost as difficult to make men wear white as to 
wear a red suit. 

I believe that a campaign for walking sticks should 
be encouraged. A walking stick adds poise to a man’s: 
dress, and at the Chicago Exposition thousands of 
people carried sticks which they bought at the Fair., 
which proves that this can be done. 
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GLoves have been sadly neglected in this country, 
and if men can be encouraged to carry a stick, they 
will wear gloves, which will be a “3 in 1” corrective- 
ness of etiquette, for a man who carries a stick will 
wear gloves and will not go hatless, and hatlessness has 
been encouraged to a great extent by the fact that we 
have not had sufficient enthusiasm, and new hats should 
be sufficiently appealing that men will wish to wear 
a hat. 

Next Autumn, beside brown, gray or chamois gloves, 
we will see leather gloves for men in brilliant blue, 
hunter green and red carnation tones. 

The demand for wearing a colored boutonniere is 
growing, not only in natural flowers but artificial 
flowers of a celanese product in all different colors. 
These are even being perfumed, and this color adorn- 
ment should be encouraged, as it will stimulate a desire 
ts put more color in wearing apparel. Many of the 
stores are selling these today. 

The demand for the new type of underwear, the 
Jockeys and the Scandals, not only in white but in pastel 
colors, the sales of which have been tremendous, proves 
that men will accept and are looking for something 
[TURN TO PAGE 40, PLEASE | 
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Show him something to em- 
phasize his personality through 
dress—sell shoes, hose, gloves, 


suspenders, belts and color. 






Give MAN 


a Chance 





for 


a Choice 


Coordinating Color and Design in Men's Ap- 
parel Is Increasing This Fall, Suggesting That 
More May Soon Be Done With Footwear 


Coorpination of men’s styles is passing rapidly from 
the phase of debate and discussion to practical application. 

The trend toward harmony of design, color and texture has 
been growing in the past few seasons and this Fall is bringing 
additional examples of careful matching by designers in every 
field. 

Recognizing the undiminished popularity of Scotch grain 
leather in shoes, makers of belts and suspenders have created 
the Scotch grain in soft cowhide, so that the well-dressed man 
may match his suspenders or belt with burgundy or black Scotch 
grain footgear. 

Harmonizing widely different items in a man’s outfit was only 
occasional and to some extent accidental a few years ago when 
the sports shirt with tie of the same material was promoted 
successfully. This autumn, however, numerous opportunities are 
provided for a man to harmonize not only shoes and belt, but 
gloves and muffler and hosiery, tie and handkerchief or tie and 
shirt. 


Tue well-dressed winter sports enthusiast may find himself 
outfitted in a colorful muffler, knitted gloves and bright hosiery, 
all with the same designs and coloring, typical of the famous 
Scottish Fair Isles. In a few cases, highly formalized reindeer, 
or cubistic ski jumpers are the motif. For town wear, more 
conservatively designed mufflers and knitted gloves are avail- 
able. 

improving on duplication of coloring and design as a little 
too studied in effect, one large shirt maker has been creating 
cravats and handkerchiefs and also cravats to match shirts, 
which contain the elements of the same colors and lines, but 
are individually different. 
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BOOT AND 


(Le (Me 
&” Style Shoes for Women 











QD omen everywhere are an- 


Keeping Step swering the call to style PLUS comfort. That’s why 


these ultra-modern, distinctively styled Air-Step 


with Pro gre SS Shoes have won such a spontaneous reception. 


That's why the attention of the shoe industry is 


focused on these shoes that are revolutionizing 
Al R / ST F p sales volume figures in the $5 price range. Why 


not get the complete story of what's happening ? 











writes a new page in shoemaking A letter or wire will bring a representative and all 


history . . . the most revolutionary the facts about Air-Step Shoes. 
advance since the first pair of 
leather shoes. 


Dwows Suoe GowsgQaiay, 


Manufacturers - - St. Louis 
Also makers of BUSTER BROWN SHOES 


Note: Brown Shoe Company Owns Exclu- 
sive United States Rights to Manufacture 
These Shoes. 























The aerolastic filler extends the full 
width of the sole—turning hard side- 
walks into soft carpets! 








TO RETAIL 
PROFITABLY 
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FOUNDED 1912 
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NATIONAL SHOE 


“An Association Serving the Best Interests of the Retail Shoe Trade and the Industry in its Entirety"’ 





Heads Grievance 
Committee 


























SAMUEL G. STAFF 


Mx. STAFF is a member of the firm of 
Julius Grossman Shoes, whose retail head- 
quarters are at 36th Street and 5th Ave- 
nue, New York. He is the newly appointed 
chairman of the grievance committee of the 
National Shoe Retailers’ Association. Other 
members of the committee are: 

George G. Bunn, Salem, Ohio. 

David S. Josephson, Trenton, N. J. 

Harry C. McLaughlin, Cincinnati, Ohio. 

Bring your troubles to the N.S.R.A. for 
arbitration. 





SPRING STYLE 
CONFERENCE 


NATIONAL SHOE RETAILERS 
ASSOCIATION 


WALDORF-ASTORIA HOTEL 
—NEW YORK 


SEPTEMBER 9-10, 1935 


During this Conference the 
Tanners’ Council of America 
will conduct their Opening 
Showing of Leathers for the 
Spring and Summer of 1936. 




















Association Sidelights 


Shoe Retailing from Various Angles as Viewed at 
Association Headquarters 





Are Small Retailers Inefficient? 


FROM time to time we read in the press that the real reason that chain 
stores have made such tremendous progress is because of the inefficiency 
of many independent dealers—and particularly the neighborhood dealer. 

The efficiency of chain operation is pointed to for contrast. 

It is also worthy of note that many chain store managers are now taking 
over independent shops or opening up new ones on their own. And in years 
to come chain stores may get competition from a more efficiently trained 
group who have had a thorough training in chain operation. 

It is your manager’s opinion that the next ten years will show an in- 
crease in independently operated shoe retail outlets for the above stated 


reason. a 


Color Vogue Increasing 


° 


The recent motion picture, “Becky Sharp,” shown in color, is creating 
great national interest—and we believe it will only be a year or two until 
all motion pictures will be in color. 

When this comes to pass, we will undoubtedly see the greatest vogue 
for colored shoes the world has ever known. 

The reason color has not been in greater demand in shoes is that it has 
never been promoted extensively, but without question the resultant publicity 
to colored shoes through the medium of the screen will create a demand that 
will tax the merchandising ingenuity of the modern retailer. 


* * * 
Members of the N.S.R.A. who are interested in getting information on 
percentage leases can secure same by writing to Headquarters. 


* * * 


The Cost of a Pair of Shoes 
The manufacturers’ selling price is not the cost of a pair of shoes. If 
a pair of shoes retails at $10.00, and the manufacturers’ price is $6.00, the 
delivered cost to the consumer is usually about $9.40. 
So, Mr. Retailer, every pair of shoes that you reduce from $10.00 to 
the manufacturers’ price means that you have to sell over five pairs at regu- 


lar price in order to break even. 
* * * 


Buyers maintain their jobs and store owners stay in business BECAUSE 
OF PROFITS AND NOT BECAUSE OF VOLUME. 
Sales Control Plan Gets Approval 
The plan, as outlined by the writer, to control or eliminate mid-season 


sales seems to have the unanimous support of the industry at large. 
We have communications from manufacturing and retailing associations 
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RETAILERS ASSOCIATION 


SERVICE CENTER 
274 Madison Avenue 
New York, N. Y. 


News Bulletin 


JOHN J. HOLDEN 
Manager 





and from retailers all over the country requesting that definite action be 
taken—and agreements made based on the elimination of the words “sale,” 
“clearance,” “reduced to” and the quoting of comparative prices, during the 
normal retail shoe selling season. 


* * * 


"Sales" Are Profit Destroyers 
Few in the industry know to what extent manufacturers are in the retail 
business—and to what extent their distribution plans affect retailing 
generally. 
Statistics show that approximately 25 per cent of all shoes sold to the 
consumer are distributed through outlets controlled by manufacturers or by 
manufacturers’ merchandising and advertising to the consumer of branded 


names. 
¢ * 2 


Publicity alert stores will tie-up with the August 19 Opening Shoe 
Showing of Fall and Winter models, which is being sponsored by the Na- 
tional Shoe Retailers Association. 

* * * 
Sell Shoes Plus Service 

Shoe “sales” are detrimental to the consumer from the standpoint of 
hurried fitting service. Shoe retailers not only sell shoes—but should sell 
service. 

From an industry standpoint, “sales” are detrimental because of the 
“Shylock” practices of the habitual “sale” store. 


* * * 


All over the country where climatic conditions require it, shoe stores 
are putting in air-conditioned systems. 

It will only be a short time before every progressive shoe retailer will 
have so equipped his establishment, at the present rate of instalment. 


* * * 


The style importance of black patent, dubonnet, russet and blue for the 
Fall merchandising plan is giving buyers, in some sections of the country, 
considerable concern. It is important that all watch the demand and study 
the promotional possibilities of these modes, as each individual store oper- 
ator will have to answer the question for himself. 


* * * 


FABRIC has made a place for itself in the making of shoes of far 
greater importance than it ever before has attained—and many buyers are 
planning to feature it in quite a big way. It has its greatest possibilities in 
the warm climates—and for early Fall promotion elsewhere. 





The matters discussed on these pages are solely the expression of the National Shoe 
Retailers Association. 





He Works at the Job 





R. B. NAY 
Nay Shoe Co. 
Wheeling, West Virginia 


R. NAY is a director of the National 
Shoe Retailers’ Association who, year in 
and year out, continually takes an active 
interest in the activities of the association. 
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From the N.S.R.A. Mail Box 


"Mr. Holden Is Right, and 
Besides—" 


“Thousands of our very largest mercan- 
tile concerns, many of them with an envi- 
able reputation for square dealing, fi- 
nanced by Wall Street, or with their stock 
held by millions of American investors, are 
deliberately handing out ‘scavenger’ foot- 
wear to an innocent, uninformed public, 
by inexperienced, underpaid salespeople 
who don’t know a size mark from a Hol- 
stein cow—using standard merchandise in 
other departments to lead the customer to 
believe the same quality standards prevail 
in shoes. 

“There is a safety point whereby other 
commodities are sold to the consumer— 
why can’t something be done to put the 
breaks on this increasing avalanche of 
pure ‘junk’ in the shoe business?” 

CHESTER HEROLD, 
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SULKIS SHOE / 


MARLBORO, MASSACHUSETTS 


A sales increase is something which never comes by chance. There is always a practical 
reason for it. Sulkis Shoe Company has achieved a sensational growth by maintaining a high 
standard of quality in the leather used. The same sound reasoning has lead many another 
successful manufacturer to standardize on Evans Brands. They have found that they can depend 
absolutely upon the uniform quality of Evans Leathers. And their retail customers know that 
shoes of Evans Kid are actually more beautiful, flexible and durable — more acceptable and 

satisfactory to their trade. John R. Evans & Company, Camden, N. J. 
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E KID WITH DEFINITE SALES INFLUENCE 





STANDARDIZE ON EVANS BRANDS 
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Increase the Volume of Goods and Accelerate 
Speed of Turn-Over 


The ROAD 


To 


President Roosevelt gets a letter 
from Ward Melville explaining the 


PLENTY 


merchants’ idea of "real wealth" and 
how to make more of it. 


THE great majority of the thoughtful 
citizens of this country, no matter 
what economic or social positions they 
happen to occupy, found much in your 
message to Congress of June 19, 1935, 
with which they could express only 
complete agreement. This fact has 
doubtless been fully reported to you. 

There is, I believe, general agree- 
ment in this country that there should 
be a wider distribution of our great 
wealth, but there is also, I think you 
will agree, a considerable amount of 
very muddled thinking as to what con- 
stitutes our wealth. 

Many individual citizens have no 
doubt addressed you on this general 
subject, offering thoughts which may 
be valid and pertinent. It is only be- 
cause I believe I can present to you 
a viewpoint of the retailers of this 
country, the only important business 
group which is in intimate daily con- 
tact with the masses of our population 
in whose behalf the various recovery 
measures have been enacted, that I 
here address you. 

Every enlightened merchant - will 
sympathize with your wish to spread 
purchasing power along the masses 
of the people. And of all business 
groups these merchants are best able 
to reflect the composite viewpoint of 
the people whom they serve. 

It is because I believe I can pre- 
sent this composite viewpoint, a view- 
point gleaned by thousands of retail 
merchants, whose businesses have al- 
ways been and must continue to be, 
highly competitive in their service to 
the public, that I venture to address 








WARD MELVILLE 


President, National Council of 


Shoe Retailers 


to you the respectful suggestion that 
the quickest and most practicable way 
of achieving your high aim lies in a 
deliberate and bold speeding up of 
the flow of goods and services which 
ultimately would push our economic 
frontiers to new horizons and add im- 
measurably to the American standard 
of living. 

This country’s real wealth is based 
upon its natural resources, and con- 
sists, from a human viewpoint and in 
human terms, of the translation of 
those great resources into the things 
which people want and the services 
with which they wish to be provided. 
Considered from this angle, it must 
inevitably be true that how rich we are 
to become will depend upon the veloc- 
ity of the flow of goods and services 
from producers to ultimate consumers. 
It has been repeatedly emphasized 
that money in itself is not wealth, but 
merely a bookkeeping symbol for ex- 
pressing it, but so persuasive are cer- 
tain habits of thought that this fact 
is sometimes forgotten in discussions 
of what our wealth is and what can be 
done with it. 

If it be granted that real wealth con- 
sists of the goods people want and of 
the services with which they wish to 
be provided, does it not follow that 
the road to plenty lies in utilizing to 
the fullest our country’s capacity to 
produce under the competitive sys- 
tem? I think it does, and I believe 
that opening wide the throttle on our 
splendid mass production plant would 
mean that this wealth would shortly 
be flowing in such volume, and at such 
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a rate of speed that few of our popu- 
lation could escape being touched by 
it. Moreover, this increased volume of 
goods, and the greater velocity with 
which they move from producers to 
consumers, should result in a substan- 
tial immediate stimulus to all employ- 
ment, which in turn would cause a 
demand for still more goods and ser- 
vices. 

It should be made clear, and should 
be explicitly stated, that in opening 
wide the throttle for a vast expansion 
of production and distribution of 
goods and services, we are not sanc- 
tioning, in any way, excessive profits 
or monopolies. In fact, it is doubtful 
whether such expansion could actually 
occur, on any substantial basis, with- 
out proper safeguards against monop- 
oly, particularly against monopolistic 
control of the natural resources upon 
which all of our wealth is and must 
be based. 

We can hold no brief for any 
corporate enterprise or private 
business concern which does not 
provide at least these three things: 

1. Reasonable standards of 

value and service to con- 
sumers. 

2. Reasonable and 

wages to labor 

3. No excessive return to man- 

agement, and no excessive 
profits to stockholders 

No form of mass production or 
distribution can properly consider 
itself entitled to a place in our 
economic sun except and unless 

[TURN TO PAGE 53, PLEASE | 
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CATCHES THEIR BYE 


néw PITTCO STORE 


BRINGS THEM IN 


1935 


BEFORE: The Brown Shoe 
Company store at Eldora- 
do, Kansas, as it looked 


before being remodeled. 


AFTER: (Below) Whowould 
recognize it today, after 
this new Pittco Store Front 
has dressed it up with sales 
appeal and business-draw- 
ing personality? Naturally, 
people prefer to patronize 


this handsome store! 


a 


Pittsburgh Paing 
Products 
Polished Plate 
_ PRODUCTS OF Glass 


>ITTS BU RG H Tepestry Glass 
E GLASS. COMPANY. 








= IZE Main Street 
by remodeling your store with a 
modern, attractive Pittco Store 
Front .. . and see how it lures pro- 
spective customers inside and leads 
to cheerful cash register music! It’s 
done it for thousands of merchants 

. . and it can do it for you. 

Don’t think for a minute that you 
can’t afford to modernize your store. 
Usually a new Pittco Store Front 
pays for itself in a short time by the 
extra business it pulls. And thanks 
to the National Housing Act, you 
can apply, if necessary, to a local 
lending institution for a loan to help 
you finance a new Pittco Front. 
Our representative will gladly assist 
you to negotiate such a loan. And 
we recommend that you retain a 
local architect to design your new 
front for you. 

You'll want our booklet “How 
Modern Store Fronts Work Profit 
Magic”, which contains all the facts 
about Pittco Fronts, numerous pic- 
tures of Pittco-remodeled stores of 
all types, construction costs, and 
resulting business increases, etc. Clip 
the coupon for your copy .. . now. 


Pittsburgh Plate Glass Company 
2249A Grant Building 
Pittsburgh, Pa. 

Please send me, without obligation, your new 
book entitled “How Modern Store Fronts Work 
Profit Magic”. 


Name 
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WHILE the penny postcard is frequently used to ad- 
vantage in place of costlier pieces for general mailings, 
many stores overlook what should always be an impor- 
tant job of the Postcard Brigade: To Capture EXTRA 
DOLLARS. 

Various merchandise lines, and various customer 
groups, now neglected entirely, or indifferently han- 
dled, can be given increased attention at small cost 
through the use of postcards. 

Check over your various lines, noting those that, 
somehow, do not get as much advertising as they should 
—the stepchildren in the stock. List also those special 
groups of customers that are not getting much attention. 
You may be surprised how many places there are where 
a bit of a postcard promotion may do a lot of good. 

Not a new idea perhaps, but it was to a merchant 








The lowly postcard, often over- 
looked, may bear a message that 
brings in profit from sources 
frequently neglected. 





SPENDING 
PENNIES 


AFTER DOLLARS 


SHOE TIPS 


This decorative border design is very effective 

for a two-color card. It should be a ben-day cut, 

and made !/, inch larger than a post card to 

allow for "bleed." In place of the shoe in the B 
circle, a small sketch might be used or a head- y 
ing—such as "SALE." In the sketch the center 
shaded portion might be — with the message 
in blue. 


e 
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R. E. ANDRUSS 


in New Jersey, when it was suggested that he send a 
message regarding his small sizes left in stock to the 
men on his customer records who wore small sizes. He 
closed out the shoes. 

You have perhaps seen the double card (return order 
card attached) that some department stores used for 
hosiery? Why not a rubber goods postcard message at 
the right time? One with return card attached. 

Or perhaps you have a new collegiate campus shoe 
in stock that looks hot. A postcard invitation to some 
of the girls to come in and see it would be in order. 

A card a month to nurses would bring results at 
small cost. Of course, if you’re doing a real direct-mail 

[TURN TO PAGE 38, PLEASE] 





rown is back 


with a capital B 












































BROWN IS BACK WITH A CAPITAL B 


The importance of tailored clothes and the greater 

diversity of colors in costumes brings brown shoes into 

the fashion picture stronger than ever. And all the 

wanted shades are here, from true dark browns to the 

lighter, brighter Bourbon and Swagger shades—and 
even the quite light Ginger. 


Come in and see all the New Fall Shoes at 
(Store Name). 


1935. 
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Get the new facts 


now ... Of 


TRAVELESE 


REGISTERED 


by 





It isn’t news that, in its particular field, 
TRAVELESE is unrivalled in design, 
style or quality. Yet it may be news 
to you that the TRAVELESE line now 
represents a merchandising oppor- 
tunity that can hardly be ignored. 


As a Laird, Schober product, 
TRAVELESE offers unquestioned style 
acceptance, prestige and assured 
customer satisfaction. Its exclusive 
“Lairdway” feature makes it light in 
weight and so flexible that it conforms 
to every movement of the foot. And, 
now, an efficient, in-stock service 
further increases the opportunities for 
profit and good will. 


The TRAVELESE line for fall includes 
a wide range of smart new styles— 
all priced to retail at $12.75. Write or 


wire for complete details. LAIRD, 
SCHOBER & CO., Philadelphia. 
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TECLA. In mat kid or brown 
kid. Cuban wood heel. 


PROMENADE, In mat kid 
with Cuban wood heel. 


RUMSON. Black or brown 
suede with calf trim to match. 
Leather heel. 


BERKSHIRE. Mat or brown 
kid with matching lizard 
trim. Cuban wood heel. 


LILIBET. In mat, brown or blue 
kid. Cuban wood heel. 





ROSMONT. In brown suede 
with tan calf trim. Leather 





heel. 
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FIRST NATIONAL SURVEY 


Consumption of Rubber 


Footwear Per Capita 


Prepared by U. S. Dept. of Commerce 


The table shows per capita consumption 
fraction of what it used to be. After 1929, the 


of rubber boots has dwindled to a mere 
consumption per capita of tennis shoes was 


higher than in any years before 1929. The per capita consumption of other rubber footwear 
(rubbers, arctics and gaiters) has been downward, with a temporary recovery in 1927 when 


the shu-glov and zippers first appeared. 


Per Capita Consumption of Rubber Footwear—Census Years 


Population Boots Tennis Other Total 

1 eI 105,003,065 0.0852 0.1702 0.6140 0.8694 
EDS oiriins saic nue teens 108,207,853 0.0584 0.1223 0.5220 0.7027 
1 BRS ere erenee 111,537,497 0.0780 0.1931 0.5280 0.7991 
RMD So cotiiawaalewivins sore 114,867,141 0.0334 0.1725 0.4452 0.6511 
FUE Sacco cumuissean ars 118,196,785 0.0380 0.1993 0.5880 0.8253 
5 ARO Rn rere ee 121,526,429 0.0325 0.2950 0.3939 0.7214 
a OPER REET 124,070,000 0.0101 0.2130 0.2131 0.4362 

BEER. Sip ewe mcesis senneeed se 125,693,000 0.0199 0.2399 0.2492 0.5090 








As a result of the survey of stocks 
of waterproof rubber footwear as of 
March 1, 1935, made by the Leather- 
Rubber Division with the cooperation 
of the Rubber Manufacturers Associa- 
tion, Inc., 11,786 distributors reported 
3,611,363 pairs on hand, an average of 
306.4 pairs per company, against 14,- 


670 distributors with 4,867,370 pairs, 
or 331.8 pairs per company on March 
1, 1934. The number of distributors 
reporting stocks of each class of rub- 
ber footwear, the number of pairs re- 
ported, and the average pairs per com- 
pany, for the United States as a whole, 
is shown below 





Summary of Dealers’ Stocks of Waterproof Rubber Footwear 


March 1, 1934 
No. of Pairs per 





March 1, 1935 


No. of No. of Pairs per 


Pairs Dealer Dealers Pairs Dealer 

SE NIN, sind wie Wis.6:0's'0o0 v0.04 600 08.6 416,220 39.1 8,634 271,431 31.4 
Lumbermans and Pacs ...... 231,737 46.4 4,229 156,418 37.0 
Heavy Arctics and Gaiters ... 381,185 45.0 7,287 312,397 43.2 
Light Arctics and Gaiters ... 340,641 43.5 6,327 259,053 40.9 
MENS UDO. 6 006-4 600000800000 r 239,791 42.2 4,336 178,337 41.1 
Style Gaiters, Rubber ...........-se0e 245 749,476 103.4 6,141 669,466 109.0 
Light and Heavy Rubbers ............ 12,670 2,508,320 198.0 10,216 1,764,261 172.7 
14,670 4,867,870 331.8 11,786 3,611,868 306.4 





In order to show the percentage of 
dealers holding stocks of various vol- 
umes, special tabulations were made 


covering stocks of (a) rubbers and (b) 
total rubber footwear, similar statistics 
being given for the surveys as follows: 





Dealers Reporting Stocks, 








by Volume of Stocks 








March 1, 1935 

(a) Rubbers Only (b) Total Rubber Footwear 

Dealers Stocks Dealers Stocks 
Volume of % o lo 0. % of % of 
Stocks Number Total Pairs Total Number Total Pairs Total 
1- 99 6,205 60.7 253,780 14.4 5,196 44,1 257,426 Ta 
100-249 2,682 26.3 416,469 23.6 3,492 29.6 603,797 16.7 
250-499 953 9.3 321,190 18.2 1,901 16.1 700,790 19.4 
500-999 276 oe 179,534 10.2 892 7.6 639,146 17.7 
Over 999 100 1.0 593,288 33.6 305 2.6 1,410,204 39.1 
Total 10,216 100.0 1,764,261 100.0 11,786 100.0 3,611,363 100.0 





Information concerning the type of 


As a result statistics have been com- 


business conducted by those submitting piled showing stocks held by each class 


reports was solicited in this survey for 


of distributors, 


as summarized be- 





the first time. low. 
Reports Received Stocks Held Average 
Type of No. of % of eported % of Pairs per 
Business Distributors Total Pairs Total Distributor 
Jobbers or wholesalers .........sseseeress 170 1.4 281,222 7.8 1,655 
Independent shoe dealers .......+seeseeees 2,276 19.3 787,575 21.8 346 
Retail chain stores .......cceceseseeneers 241 2.1 339,367 9.4 1,409 
DOUPREOMEONS COOTER ccccccccccsccccccccccce 1,282 10.9 487,306 13.5 380 
General Stores ...ccccccccccccccccqecccocs 6,529 55.4 993,360 27.6 152 
DR RN, oc ccscccssbececcsccccseseovs 1,288 10.9 722,538 20.0 561 
11,786 100.0 3,611,363 100.0 307 
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The First Storm—Keep It Clean 





10, 1935 


The number of makes of rubber foot- 
wear handled by distributors is given 
below with comparable figures for the 
two previous surveys. 


Number of Makes Handled 
March 1, 1935 


Number 
of Per Cent 
Dealers of Total 





OD cccccsiegecasaneesceeaed 2,918 35.4 
41.7 

14.9 

‘i 4.6 

‘. 1.7 

eats 0.8 
Seven and Over ........... 79 0.9 
8,270 100.0 


Definitions of Classes of Rubber 
Footwear 


Boots: All so-called knee-high or 
higher boots with no laces or other 
types of fasteners. 

LUMBERMANS AND Pacs: All farm- 
ing pacs and bootees; hunting pacs 
or bootees; mining pacs or bootees; 
lumberman over-wool boots; lumber- 
man overs for leather tops. 

HEAvy ARCTICS AND GAITERS: All 
heavy-weight cloth or heavy all-rub- 
ber arctics or gaiters made with any 
type of fastener for wear over 
leather shoes. 

LIGHT ARCTICS AND GAITERS: All light- 
weight buckle gaiters and arctics; all 
high automatic fastener cloth gaiters. 

STYLE GAITERS, CLOTH: All cloth 
gaiters without fasteners or with 
snap fasteners, also low automatic 
fastener gaiters, regardless of colors. 

STYLE GAITERS, RUBBER: All rubber 
gaiters with snap and automatic 
fasteners, or without fasteners. 

LIGHT AND HEAvy RUBBERS: All style 
which might be termed Gum Shoes 
or ordinary rubbers. 





Alex Rice Plans New Store 


MONTGOMERY, ALA. — Negotiations 
were closed recently by the manage- 
ment of Alex Rice Company for the 
erection of a new store, a modern two- 
story at 116 and 118 Montgomery 
Street. The new building is planned 
to be completed so that it can be in 
operation January 1, 1936. 

There will be something new for 
Montgomery in the way of show win- 
dows, as the plans call for double-deck 
windows, such as are seen in the larger 
centers of the country. The manage- 
ment stated that in addition to the 
large street show windows, another line 
of show windows will rise just above 
the street level, all effectively illuminat- 
ed. The floors of the new store will be 
of hardwood with the ceilings and walls 
of pure white with wonderful lighting 
possibilities. 

The shoe department in the new store 
will continue to be operated by M. M. 
DeShields. 
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MAKING 
INNINGS | 
COUNT/ 


| ETI 


















Some call business “A Game.” In the 
best sense of the word it is not hard to 
concede relationship. It demands the 
same preparedness for a good score as 
is credited to the successful in any con- 
test. In the language of the diamond, 
every day you open the store you have 
another inning. 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


A BALANCED TANNAGE 


can help you make your innings count. Why 
not give it the opportunity to improve your 
sales’ score? No investment is required other 
than that necessary to obtain street, dress, 
sport and heavy-duty shoes bottomed with 
it. These can be had at a cost favorable to 
substantial profits at popular retail prices. 
If you go at business as if it were a game 
you'll lose no opportunity to win. 



























THIS CHART REPRESENTS A 
SIDE OF LEATHER. THE PART 
USED FOF KISTLER “BENCH 
BRAND" SOLES IS ABOUT 13% 


7LER = 
ouinherk \Jompany 


FOUNDED - 1840 


NTT LL | | [319 a: STREET - BOSTON - Mass: | | ]]] 
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Step On It, Shoes Speed Up Early Fall 


with a reason for existence. That in it- 
self will make the coming season most 
interesting.” 


ENVER merchandise men are as 

optimistic over Fall 1935 retail shoe 
business as they were pessimistic dur- 
ing the 1932-1933 period. 

All department store departments 
from house furnishings to all kinds of 
wearing apparel are showing a healthy 
increase in volume. In the opinion of 
the interviewed merchandising man- 
agers this trend will be even more 
pronounced as the Fall buying season 
opens early in August. 

Merchandise managers are not given 
to having rosy dreams about a coming 
season’s operations, particularly shoes. 
They are not swayed by sentiment, 
hopes or personal feelings, just cold 
blooded business sense, plus a keen un- 
derstanding of current conditions. Sales 
of women’s shoes retailing at $10.50 
and over, they believe will open early 
and strong, while the action in the $6.00 
field will develop just a little later. 

One merchandise manager did say, 
“I have thrown so much cold water on 
the shoe department in the past few 
years that now it is a pleasure to feel 
just the opposite. Speaking conserva- 
tively, I believe we will have a much 
better Fall in shoes than in many years 
on account of the conditions of the sur- 
rounding country. In the city salaries 
and incomes are on a steady up.” 

Now to a few men whom we can 
quote. A very careful study of condi- 
tions affecting the Denver retail shoe 
market has been made by Harry E. 
Fontius. This was not made from the 
standpoint of local pride, but to deter- 
mine just how the Fall business in this 
section will probably stack up. 

These findings indicate: a general re- 
vival of mining with many areas coming 
to the fore due to more intensive pros- 
pecting. 

Building operations showing a 50 
per cent increase over 1934. 

Coal and oil will produce about 50 
per cent more this year. 

Plenty of water in the irrigation 
systems assures full crops. 

Beet sugar crop will bring in many 
extra dollars. 


Denver will continue to be the largest 
feeder sheep market in the world. “But,” 
Mr. Fontius continued, “if we depended 
only on local trade, we would not have 
the many excellent retail business en- 
terprises which are so well supported 
here. Denver influences trade 500 
miles east and to the extreme north 
and south of us. With eight stores in 
this city, all promoting the better grade 
lines of named shoes, combined pub- 


[CONTINUED FROM PAGE 15] 


licity will undoubtedly swing many peo- 
ple back to footwear of recognized 
merit. In our stores, Fall plans have 
been made for a definite increase in 
sales, particularly on the better named 
brands around which the reputation of 
the store has been maintained.” 

The first of August was set as a final 
clean-up of all Summer shoes in the 
Denver Dry Goods Co. with a showing 
of Fall merchandise on August 5. Lots 
of money was made on white shoes this 
year and that stock is in excellent 
shape. The Fall business will commence 
in earnest about Aug. 20, for then, re- 
ports Harry B. Teets, people will come 
in from the mountains and summer 
resorts. He expects to do 60 per cent 
of his August business after the 20th 
of the month. 

In this store the budget is set for 
normal business, but with purchases 
coming in earlier and heavier than 
usual. The men’s and children’s busi- 
ness is planned for a 10 per cent in- 
crease and the women’s department is 
planned for a 20 per cent increase, 
through the adding of a new line which 
will retail from $12.50 to $18.50. 

For the past 30 months the Denver 
Dry Goods shoe departments have not 
had less than a 10 per cent increase and 
Mr. Teets can see no reason for any 
recession. While the business is plan- 
ned for a 10 per cent increase, it is 
definitely expected that the Fall busi- 
ness will run from 25 per cent to 35 per 
cent ahead of last year. 

In the Neusteter store, W. C. Nor- 
ton pointed out that as their prices run 
from $8.50 to $16.50, they do not cater 
to the masses. This department has 
noted a decided increase in $12.50 and 
$14.75 shoes this Spring, which is a 
hard season for the better grades. For 
Fall, indications point to this trend be- 
ing more pronounced. Mr. Norton said, 
“Denver people have confidence in the 
immediate future. Many women are 
telling us that they would rather have 
one good pair of shoes than two pairs 
of lesser priced ones. For Fall we have 
increased our advertising appropriation 
2 per cent on our better shoes because 
we have been able to chart a distinct 
trend of women again buying across 
the board. By that I mean, buying 
three or four pairs at a time. This is 
purely a style shoe department as we 
have no feature or corrective footwear.” 

At the Joslin Dry Goods Co., W. A. 
Grote said that he was looking for a 
great deal more business for Fall. His 
Summer shoes will be all cleaned out 
and his stock of Fall shoes will be con- 
siderably heavier than usual. It is his 
belief that he will do a big job on $6.50 
oe which is the store’s medium grade 
ine. 


Shoe business from the small com- 
munities has picked up 43 per cent this 
Summer in the Dr. A. Reed shoe store, 
and that, in the opinion of A. H. Hamil- 
ton, is a good sign for a healthy busi- 
ness next Fall. His buying has been 
normal with a year ago but he antici- 
pates a better Fall business than for 
several years, due to the improved busi- 
ness conditions and to the excellent 
shape in which he has manipulated his 
stock. 

Fully 50 per cent of the Fall business 
of the Gano-Downs women’s shoe de- 
partment will be in the $10.50 grades. 
Shoes were bought for a 10 per cent to 
15 per cent increase which means that 
the management anticipated a gain of 
two or three times that amount, we 
learned from G. V. Nickless, assistant 
buyer. In the opinion of J. L. Fadely, 
men’s shoe buyer, the Fall shoe busi- 
ness in his section should open up early 
and strong. The August selling will be 
confined mostly to college and high 
school trade, which, by the way, is much 
better than it was a year ago. The 
older men will not commence to buy un- 
til the middle of September and it is 
expected that the number of pairs of 
shoes they buy will far exceed those 
purchased last year. 

The biggest Fall shoe business in six 
years is expected in The May shoe de- 
partment. All indications point to it 
says H. Levy, assistant to Max Lack- 
ner, buyer. Substantial gains have been 
recorded all Summer. With this as a 
background, lines have been strength- 
ened in a very precise manner, so that 
the shoe department will open the Fall 
season with the strongest line of shoes 
in its history. A new line has been 
added to retail at $10.50 and another 
at $12.75. Fall showings will start 
about August first, against a normal 
middle of the month. 

Next report on central and eastern 
Kansas will be covered. 





Sending Pennies After Dollars 
[CONTINUED FROM PAGE 34] 


job on these types of shoes, so much 
the better. But get postcards going, if 
you’re neglecting ’em. 

Check up on police, scouts, fishermen, 
golfers and all the other special groups 
there are around your selling area. 

The nice thing about the postcard is 
that it fits in so well. If you can only 
use ten cards, and write your message 
in longhand, go to it. Five days a week 
times ten means contact with fifty pros- 
pects that might have been missed. And 
what a break that is for the small mer- 
chant who can’t afford newspaper ad- 
vertising (or thinks he can’t). 

[TURN TO PAGE 42, PLEASE] 
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Consumer Geceptance for Fabric Shoes 
is greater today than ever before. They now have a definite 

n- ° ° 

is place in every wardrobe. Lawrence Schiff & Co. present 

e, . 

il- , ° . 

A some outstanding ones being featured by the country’s 

en 

a leading retailers for Fall. ee * we te 

3i- 

= Twenty years experience in the manufacture of fabrics exclusively for 

a footwear enables Schiff to produce materials supreme in Quality, Style 

le- and Durability. + + + + + + + + + + + 
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ich CLUB CHECK “Registered” 

he “Registered” - A mannish fabric for dressy and 

ga A tweedy fabric, 100% worsted, tailored shoes. Shoes of Banker 

of — ideal for walking type footwear and the smart, tailored suitings for 

se which must match the tweed Fall combine to produce a most 

a coatings and rough suitings so sophisticated in-town ensemble. 

‘ae fashionable for Fall + + 100% worsted. + + + 
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GABARDINE 

100% Worsted 
Lawrence Schiff & Co. offer two outstanding Gabardines in 
order to meet the tremendous demand for shoe fabrics which 
will complete the formal afternoon costume. Diamond Gabardine 
patterned in a Diamond effect weave and 106 Gabardine in a 
diagonal weave. Both made exclusively for shoes. + + + 


 phgakaytir. 
LAWRENCE SCHIFF & CO. 


ESTABLISHED 1918 


450 FOURTH AVENUE NEW YORK CITY 
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Plays the Ends Against the Middle 


[CONTINUED FROM PAGE 22] 


shoes bought right in the middle sizes. 
This stock is so well balanced that, 
while all shoes are made especially for 
the store, the department has averaged 
a three times stock turn in the past 
eight years. 

Retail prices are from $6.00 to 
$13.50, but the same method of size 
control will hold good in any store re- 
gardless of the retail prices. 

This buyer has done considerable 
research work in determining the exact 
proportion sizes sell in his store, so 
that he knows precisely what to buy. 
It has been found that a balanced size 
schedule here consists in having half 
the shoes in sizes 8 to 9. Every time 
100 pairs of shoes are sold, 25 of them 
will be size 9’s. Furthermore, five 
sizes, 74%, 8, 8%, 9 and 9%, account 
for 72 per cent of the total business. 

An important factor in turnover is 
that a buyer must stay away from 
AAA width and end sizes, is the opinion 
here. 

On a buy of 1000 pairs, only 12 pairs 
of size 6 and 12 pairs of size 12 will 
be ordered. As only one per cent of 
the stock is bought on end sizes, there 
is never any need to take a markdown 
on this stock. 

The theory of operation here is, if a 
man buys too many end sizes, he will 
buy wrong sizes all through the stock 
and so throw the entire stock out of 
balance. 

To prove the point relative to the im- 
portance of buying sizes in the same 
proportion in which they are sold, re- 
course to the stock records showed a 
purchase of 1000 pairs of shoes. (See 
Chart). Six hundred pairs were 
spotted in sizes 8, 8% and 9, widths A 
to D. After selling two-thirds of the 
entire purchase, exactly 201 pairs re- 
mained on the shelves in these sizes, 
proving how accurately the original 
order was placed. This is no theory 
but an actual selling transaction, as 
this reporter can testify. 

Most of the business of this store is 
in moderately priced shoes, that is, 75 
per cent from $6.00 to $8.50 and 25 
per cent from $10.50 to $13.50. 

Shoes are fitted right as this is a 
large organization of high standard. 
Lost sales from all sources are com- 
paratively small. Over a period of 
years, an average of four customers 

_in every hundred are walked. This 
check is kept on all lost sales, regard- 
less of the reason. 

It has been demonstrated that 
special promotions can be bought to 
sell out to the last pair. That means 


the buying of 500 pairs and selling 500 
pairs in a given time. 

A representative stock is carried at 
all times, which covers the field com- 
pletely. Right now a stock of ten dis- 
tinct styles of white shoes is entirely 
trade. 


satisfying the This again 





proves the old theory that fewer styles, 
more sizes and better selling makes 
more money and more satisfied cus- 
tomers. 

The greater the accuracy in chart- 
ing sizes, the greater percentage of 
growth is the lesson learned here. 

Big sizes get the play at Van De- 
grift’s on West Seventh St. This estab- 
lishment has built a reputation on big 
sizes for men over a period of years. 
A group of large sizes are always kept 
in the window, together with suitable 
window cards. 

This business has developed so that 
in the past few years a separate de- 
partment has been set up in the store 
for the large sizes which is merchan- 
dised entirely separate from the rest 
of the men’s shoes. Sizes from 11% to 
15 in widths, AAAA to EEE, are 
to be had in a great variety of styles. 

One man in 700 wears size 11, while 
one in 1500 requires size 13 and as for 
a 15, about one in 15,000, so just figure 
out the trading territory needed to do 
a real job in catering to the men with 
large feet, says T. R. Van Degrift. 

Special shoes are detailed for the 
large size department in those styles 
which look best and fit best. No at- 
tempt is made to take a regular num- 
ber and run it to a 15 in every case. 

Strange as it may seem, it takes 
more factories to supply the require- 
ments of the large size department 
than it does for the regular stock, be- 
cause more styles are needed in order 
to do a complete job. 

While the Van Degrift store is right 
in the heart of town, in a section where 
there is more women’s trade than men’s, 
a fair amount of work shoes are sold 
retailing from $5.00 to $7.00. Prices 
in the large sizes department run up to 
$12.00. 

In common with the prevailing 
system of racking shoes, all the black 
13 A’s are together, then the 13%s 
and so on, followed by the brown and 
sport numbers. Special built shelves 
are set apart for the large sizes. 

Size 15% is the end of the trail as 
far as sizes are concerned, although 
Mr. Van Degrift has quite a few cus- 
tomers who wear size 20, so at least 
one pair is kept on hand of that size. 

As for women, a leased shoe depart- 
ment operated by C. W. Rushton in 
the Peterson specializes in women’s 
shoes, mostly from 9% to 11. 

Here it is a case of featuring sizes 
where most stores leave off. Sizes 8% 
and 9 in AAAA are the best sellers. 
Order sheets show the buying of 30 
pairs of size 11 to one of size 6, thus 
reversing the usual buying form. 

As may be expected, all shoes are 
made to order, with special counters, 
special heavy shanks, high grade inner- 
soles and with the best of construction 
in turns and welts. 
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The width schedule runs rather odd 
for listed in order of their importance 
they run, AAAA, AAA, AAAAA, D, 
A, B, C, with a very few E and EEs. 

Formerly a woman needing an 11 
quad would be satisfied with anything 
which fitted properly, now she wants 
style, so practically all shoes Rushton 
carries have a style angle, even the so- 
called staples. Turned patent pumps 
with 2% inch heels and the black 
suedes with two-inch heels, all have 
some trimming treatment now. 

At first some heavy arch types were 
tried out, the experiment was not suc- 
cessful. Fully 80 per cent of the pres- 
ent sales represent light-weight kinds, 
with the majority carrying full 14/8 
heels for street and dress. Quite a few 
of the remainder of the stock is in golf 
and sport low heels, with a smattering 
of 12/8 heels for active sports wear. 

Many customers are most sensible 
about the size that they wear and are 
insistent they buy a shoe long enough. 
That means, of course, when they are 
in the store. When it comes to recom- 
mending the store to friends, that is 
something else again, Mr. Rushton 
finds. Few women are proud of wear- 
ing a size 10 or 12, so very little word 
of mouth advertising results. Neat 
newspaper advertising does bring in 
good returns. 





The Fall Parade 
Of 


Emotional Merchandise 
[CONTINUED FROM PAGE 25] 


different and new. One house on the 
Avenue alone has sold 72,000 pairs in 
a short time. 

The development of what color can 
do has been exemplified by the belt and 
suspender manufacturers. Ten years 
ago very few men wore braces. But 
today men will buy a half dozen pairs 
because of color appeal and will wear 
suspenders where before they never 
wore them. The Suspender Industry 
was smart to realize the power of color. 
I am merely using this as an illus- 
tration. 

Armies have adopted the colorful 
uniform to sustain morale, and “It is 
impossible for the man in the right hat 
and right suit to give up hope,” and if 
men realize, and most men are salesmen 
of some kind, “The product they sell is 
as good as they look.” 

I believe that we will shortly see the 
greatest revival of men’s dress that we 
have ever seen in America. Our stand- 
ardized and regimentation of dress has 
been overdone, and many men are seek- 
ing an expression of individuality in 
dress which will be in harmony with 
their personalities, and this is impor- 
tant, for everything is built around the 
man and woman, and if they are 
dressed up they will buy things in har- 
mony with their dress, and the psychol- 
ogy of fear will be eliminated by dress- 
ing up, which will help their morale 
and will be an adjunct to their ego. 
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Number one of a series 
of thoughts entitled 


Let's Face tihe acts 


When costs rise, prices rise or quality goes 
down. No amoant of talk can change this fact 


* Prices on basic commodities as well as 
by-products have never remained stationary. They are governed largely by the law 


of supply and demand and fluctuate accordingly. 


. % Leather is a by-product and it represents 
the major cost of good shoes. As the price of hides and leather fluctuates, the price 
of shoes must also fluctuate or standards must be changed. No amount of talk can 


change that fact. 
*% We have never tried to maintain fixed 


prices. It has always been the practice of our company to maintain quality standards 
and let the price fall where it must. Not once in the history of Star Brand shoes 


has their quality been lowered to meet a price condition. 


* By adhering steadfastly to this policy 
through good times and bad, we have safeguarded and protected the interests of our 
customers. It has won the respect and confidence of the consuming public and this 


is as big an asset for our customers as for us. 


“Star Brand Shoes Are Better” 





ROBERTS JOHNSON RAND 


Ask our salesman to Granch of international Shoe Co. 
show you this book— 
IT WILL PAY YOU. ST. LOUIS MISSOURI 
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IN PANCO 
STATITE 
HEELS 


If your customer wants economy— 
show him how Sta-Tite heels will wear 
nearly twice as long as others.—If 
comfort,—explain that the thick 
springy rubber, unobstructed by any 
solid substance within the heel, makes 
Sta-Tite more resilient. No other heel 
is like Sta-Tite—no other heel has 
half the selling points. Panther-Panco 
Co., Chelsea, Mass. 


PANCO 









































| Sending Pennies After Dollars 
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From that up to thousands, color 
jobs, and even special postcard stencil 
machines, you can go as far as you 
like. 

A nine-year-old boy, away at camp 


this summer, wrote home on a post- 


card. At the bottom it said: “To be 
continued.” Next day another card ar- 
rived bearing the rest of the message. 
Why wouldn’t that be a clever idea for 
a Fall shoe letter? Be sure that your 
name appears on the second card, but 
not on the first, so they will be kept 
guessing. 





THURSDAY - 
FRIDAY - 










STORE NAME 























DOLLAR DAYS 


The incorporation of several items priced at 
$1.00 and placed in a giant One makes an 
effective Dollar Day postcard. 


If you want a bit of color on your 
cards, at small expense, ask the printer 
to show you a fine screen tint block. 
With a tint block he can print one side, 
or part of it, a solid light color, over 
which the message may be printed in 
a darker color. Or he may show you 
samples of two-or-three-color “blanks” 
that he can get for you. 

You can get “continuity” by having 
a border design that can be repeated 
on all cards—perhaps the same design 
that identifies your newspaper ads. Or 
you can have a special plate made for 
regular use by the printer. 

One who is handy at making sten- 
cils can get rather attractive effects 
with the postcard stencil machines. The 
only drawback is original cost—the 
smaller store might feel compelled to 
use cards and nothing else, which might 
not be so good either. 

The postcard has its place—but so 
do other forms of direct-mail and news- 
paper advertising. A balanced adver- 
tising program uses all of them—each 
to the best advantage. 






















-— 2 tee eee 2s 2 2. Ae Be. ce ce. ce ke 


fes 
sh 





BOOT AND SHOE RECORDER, August 10, 1935 


The Editor's Outlook 


[CONTINUED FROM PAGE 20] 


practices will not be the buyer’s doing if he wants to 
show a season of profits. So we urge upon merchandise 
managers the need for a “hands-off policy” on some 
of the cooperative plans for good merchandising this 


Fall. 


The public wants the service of sizes and the chance | 
of selection over a number of months, rather than the 
assault of clearance and price directed at the public | 
purse at a time selected by the volume-hungry mer- | 
chandise office. We have faith in the shoe buyers for | 
they are, after all, merchants of shoes in sizes and | 


fittings and they think of a customer in terms of a 
living individual wanting comfort, satisfaction, selec- 
tion and willing to pay the right price for it. Too 


many department stores have made “bargain jumpers” | 


and “clearance hunters” out of normal customers who 


prefer to buy their shoes more carefully, more thought- | 


fully and more satisfactorily. The shoes cannot be 
sold and serviced by an institution that is operating 
cn short-view policies. ‘ 

Don’t irritate the public by exaggerated and un- 
necessary sales. It is possible to do a sound, construc- 
tive shoe business in a department store, but it cannot 
be done with “miracle” merchandising methods. Not 
in these days when every store carries good shoes and 
every store competes. Too many department stores are 
simply “trading customers” and if a competitor gives 
a better brand of advertising argument, his store is a 
traffic paradise for a day—no more no less. 

The great clearance promotions in the past continued 
for a week or more. No longer can hypodermic interest 
of comparative prices fill the store. It merely lifts the 
mob for a day—meanwhile, the rest of the world goes 
into regular shoe departments for the maximum of 
service and selection and to chain stores for “the most 
for the money.” 

Give the shoe buyer a chance to demonstrate his mer- 
chandising abilities in the regular shoe-man manner. He 
cannot be made a circus performer with shoes as they 
are—the only apparel need that must have pro- 
fessional fitting, adequate sizes and widths and thorough 
shoemanship in every pair. 


Brown Shoe Company's 
New Issue 


St. Louis, Mo.—A new issue of $4,000,000 fifteen-year 3% 
per cent sinking fund debentures of Brown Shoe Company, Inc., 
is offered publicly by Goldman, Sachs & Co. and Lehman 
Brothers at par and accrued interest. Proceeds of the issue 
are to be used principally to retire on Oct. 31, 1935, at $120 
per share and accrued dividends, all the 7 per cent preferred 
stock of the company, of which 31,559 shares are outstanding. 
In connection with the financing, the company is offering to 
purchase such shares at the office of Goldman, Sachs & Co., at 
the redemption price of $120 a share plus the dividend of 
$1.75 a share not regularly payable until Nov. 1, 1935, dis- 
counted at the rate of 14% per cent per annum from the date 
of purchase. 
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AND 


SHOWERSHEEN 
FOR BETTER 
OVERSHOES 


Two high-grade 
knit fabrics devel- 
oped exclusively 
for fine Artics and 
Gaiters. 


MEN'S ARTIC 


FIRESTONE FOOTWEAR CO. 
MADE WITH 
BARBOURDINE 


BARBOURDINE is the heavier selection 
for men’s artics and SHOWERSHEEN the 
lighter and finer knit for the slenderizing 
foot-flattering gaiters for women. 


Both are knit fabrics of distinct quality with 
pure silk and wool face yielding complete 
satisfaction from the standpoint of service as 
well as appearance. 


FEATURED in the FIRESTONE FOOT- 
WEAR LINE for two seasons and available 
from other standard producers at YOUR 
request. 





Specify ‘‘Barbourdine’”’ 
and 
“‘Showersheen”’ 








WOMEN'S FINE GAITER 
FIRESTONE FOOTWEAR CO 
SHOWERSHEEN 


MANUFACTURED BY 


BARBOUR MILLS 


FABRIC DIVISION OF BARBOUR WELTING COMPANY 
PRODUCERS OF THE FAMOUS BARBOUR STORMWELT 


BROCKTON, MASS. 
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X-Ray Used in Shoemaking 


DayTon, OH10—Three of the leading 
shoe manufacturers in the State of 
Ohio, namely, The Selby Shoe Co. in 
Portsmouth, G. Edwin Smith Shoe Co., 
and the Julian Kokange Co. of Co- 
lumbus, are setting an example of 
progressiveness to other manufacturers 
in their use of X-ray photography, 2l- 
though the use of X-rays in the making 
of shoes is not a new thing, the above 
companies are pioneering it as a regu- 
lar feature in production. It has met 
with tremendous success and can be 
looked upon as an important advance 
in the shoe business. . 

These companies have been using 
X-ray photography for some time as a 
means of improving the fit of their 
lasts, and another Ohio company, The 
Dayton Last Works, has worked very 
closely with them in perfecting the 
process. The joint effort has resulted 
in the last manufacturer being able to 
supply lasts with contours which ex- 
actly correspond with those of the feet. 
The guesswork, of which a certain 
amount is inevitable when trying to 
determine the fit of a shoe, simply by 
what the human eye can see, is elim- 
inated. With the X-ray method, a num- 
ber of sizes and widths are made. 
These shoes are then modeled on the 
correct size feet and then photographed. 
Any defect there is in the fit of the shoe 
is immediately visible and corrections 
can, therefore, be made in the last and 
the pattern before the run of lasts -is 
made. All shoes are analyzed in this 
manner, thus enabling the shoe manu- 
facturer to send out his product to the 
trade with full confidence that a perfect 
fit will result. 


Miniatures Good 
Advertisements 


Los ANGELES, CALIF. — Miniature 
shoes kept on display throughout the 
department, have attracted so much at- 
tention that Ben Willens, buyer for The 
Columbia, large department store at 
Ninth and Broadway, ordered enough 
of them for a complete window display. 

“A window like that,” says Mr. Wil- 
lens, “stops more people than any other 
type of window. These miniatures are 
perfect in type and design. When we 
had a line up in the department, they 
stopped the traffic nearly 100 per cent.” 





Low Season Inventory 


Detroit, Micu.—“Our inventory at 
this season is unusually low,” F. E. 
Whitelam, display manager for R. H. 
Fyfe and Company, reported this week. 
“This is largely due to the fact that 
we did not get panicky in the Spring 
and stock too heavily for May and June 
styles. 

“Local stores generally tended to 
overstock on white, and all of us are 
‘stuck’ with a surplus of whites this 
season. White did not prove the big 
winner we thought it was going to be. 





Even the golf season shoes’ have not 
been selling as they should. 

“However, what we did sell, we made 
a profit on due to the idea of holding 
off sales until July 15. Customers 
will not buy at increased prices after 
such a sale has been held, because they 
are wise to the increase. And dragging 
out a sale like this all through the 
month of July is bad business policy, 
so that Detroit’s stunt in starting sales 
only after July 15 is a good one. Only 
two or three small stores whose volume 
did not affect the situation important- 
ly broke away from the agreement 
downtown. 

“Fall displays will be started the last 
of August.” 





ON A Le OSE — 





"The Fitting Rule" 
QUESTION: | would appreciate the follow- 


ing information: What causes a shoe to 
burn the foot and what can be done to 
correct same? | carry the .......... 
line, and lately, | have had a few com- 
plaints from men that their feet burn. 
The shoe in question was made from 


side leather—A. J. Oxford, Pa. 


ANSWER: A thorough study of this subject 
has convinced us that a shoe, whether 
men's or women's, made of the cheap- 
est materials or substitutes for leather, 
will not burn the feet if the shoes are 
on a last that conforms to the foot and 
properly fitted. 


Shoes that are too small in length or 
width will cause congestion. Congestion 
prevents the normal functioning of the 
bones, muscles and flow of blood. These 
factors cause the feet to burn. 


Shoes that are much too large will also 
cause the feet to burn because of fric- 
tion. In either case, the fault does not 
lie in the material, but in the fit. 


—J. L. H. 











Visits Chicago 


Mount Ayr, Iowa—John E. Free- 
land of the Freeland Shoe store will 
leave July 21 for a business and pleas- 
ure trip to Chicago, during which he 
will attend a 10-day course in scientific 
shoe fitting methods held by Dr. W. W. 
Scholl. 





Returns to Shoe Trade 


Detroit, MicH.—A new shoe store 
at 11434 East Jefferson Avenue, in the 
east end of the city, has been opened 
by Edward H. Magnus Company, Ed- 
ward H. Magnus, the proprietor, is 
returning to the shoe business after an 
absence of several years, during which 
time he operated a hotel. He formerly 
owned a shoe store in Toledo, Ohio. 

The location is a large one and Mr. 
Magnus is taking over the same spot 
which housed a W. L. Douglas Shoe 
Company store for seventeen years. 
He is carrying on the local tradition by 
featuring the Douglas shoe. 
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Looks for Higher Prices 


SAN FRANcisco, CaLir.—With an 
average sales check of $8.75 for the 
past six months, J. W. Rasmussen, shoe 
buyer at O’Connor & Moffatt Co., is 
looking forward to an even higher price 
level for Fall. The average of $8.75 
was arrived at by dividing each indi- 
vidual unit sale into the total volume 
sold, so includes shoe findings and slip- 
pers as well as shoes. Consequently, the 
average for shoes alone will be much 
higher. 

From February 1, through July, shoe 
business in this department was 20 per 
cent better than a year ago. The de- 
partment is doing nothing sensational 
in the way of promotions. “It is just 
a case of sticking with good lines, car- 
rying plenty of sizes and giving the 
trade the best of treatment,” Mr. Ras- 
mussen stated. 

“In this part of the country with 
the bridge and dam work under con- 
struction, coupled with the general 
good tone in trade, we are all set to 
do a real Fall business. Reputable 
merchandise sold in a reputable store 
by reputable salesmen is a combination 
hard to beat anywhere. One thing 
which has helped us greatly was the 
development of the large size shoe 
trade, particularly when tackled from 
the style angle. In spite of the fact 
that we carry nothing under $8.50: and 
play styleful shoes quite heavily, our 
reductions were only half of the ‘Gold 
Standard’ operations of a group of 
comparable stores. We do keep up on 
sizes on good regular shoes, for that 
is where we make our money.” 





Who Makes Ghillie Tongues? 


Who makes Ghillie tongues? Several 
retailers have expressed interest in the 
purchasing of Ghillie or Scotch tongue, 
which can be put into regular oxfords 
to make the shoes more salable. Who 
makes tongues of this sort for store 
purchasing? 


New Paris Department 


Satt LAKE City, UTtaH—The new 
shoe department in the Paris Co. will 
be ready about Labor Day. While the 
entire first floor is undergoing a re- 
modeling process, the shoe selling sec- 
tion is receiving special attention. A 
separate men’s shoe department adjoin- 
ing the women’s and children’s is being 
fashioned. This will do much to in- 
crease the men’s trade. 

The reason for this departmental 
separation according to J. B. Bess, 
assistant buyer, is due to the fine in- 
crease in men’s shoe buying. He said, 
“Bringing men into a department store 
is a job in itself, but it is made much 
easier when only well known branded 
shoes are carried. Men always ask the 
name of the shoe, and if it is a known 
make the selling is fairly easy. Putting 
the men by themselves should be the 
means of giving us an even better 
trade increase.” 
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Look for this stamp 

on all shoes made 

on “Down to the 
Wood” lasts. 
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Last designed for 
use WIth e/ther 
/ype of Insole 


1935 





Saddle insole 


The last shown above is made to accommodate both 
ordinary and saddle types of innersoles. 


Shoes made on “Down to the Wood” lasts are snug 
at the shank and give the wearer the very desirable 
advantage of a comfortable fit. Many leading retailers 
endorse this important contribution to good shoemaking. 


Manufacturers can procure these lasts or have their 
present lasts made over at any of our eight plants 
shown on the opposite page. 
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The United Last Com- 
pany operates these 
modern factories in 


eight important terri- einen aeanis co. 


BROOKLYN, N. Y. 


FITZ BROS. CO. 
rn tories. Its facilities for 


style and service are 
constantly available 
to the shoe manufac- 


turing industry. 


Mf iL KRENTLER SROTRTT 


A 


{ 


UNITED LAST CO. Ai tH KRENTLER BROS. CO. 
BROCKTON, MASS. ST. LOUIS, MO. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 


UNITED LAST CO., LTD. EMPIRE LAST WORKS 
MONTREAL, P.Q. ROCHESTER, N. Y. 
~ cs ae , 
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WHAT HAVE YOU 
GOT THAT'S NEW) 


That's a question you'll have to answer this FALL to 
the satisfaction of your customer. It isn't too hard to meet 
this request in Spring and Summer with the variety of 
sport shoes that so readily lend themselves to novelty 
style effects. But as cold weather approaches the male 
of the species becomes a little more conservative and 
extreme patterns and bright colors strike him as a bit 
untimely. And yet, he wants "SOMETHING NEW". We 


suggest that you show him shoes made with the new 


BARBOUR 
PRE-STITCHED STORMWELT 


distinctly new and typically Fall and Winter in character. Dates 
This novel welting with the ornamental heavy stitching id PSTORMWELT 
provides a custom effect with tremendous sales appeal. ts FuLY paoTEcréD 
Ask your manufacturer to show you samples made with U.S. PATENT 


BARBOUR PRE-STITCHED STORMWELT. pry 


AN ACHIEVEMENT OF THE BARBOUR WELTING CO., BROCKTON, MASS. 
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NATIONAL NEWS 









Concern Among the 


WASHINGTON, D. C.—When contribu- 
tions to the federal old-age pension fund 
reach their maximum, in 1949, retail 
shoe store owners will be paying $1,- 
363,650 a year into the social security 
fund, which will then total billions. 

This computation is based on the 
Department of Commerce Census of 
American Business, which covered op- 
erations in 1933, the year marking the 
mid-depression period. Conceivably, 
the amount which the trade will be 
donating when the cost reaches its 
high point may be much larger, assum- 
ing there is a continuance of the busi- 
ness swing toward normalcy and higher 
payrolls, since the tax is levied against 
payrolls. 

This figure does not take into con- 
sideration the payments which must 
be made by industry members operating 
in localities where state old-age pen- 
sions are in existence. The costs of the 
Federal plan are merely superimposed 
upon the state systems. 

Employers who may have been 
lulling themselves with the thought 
that the old-age pension plan will find 
repose with other New Deal measures 
which have been blasted out of existence 
on constitutional grounds, may be 
doomed to disappointment. That the 
law will be challenged in the courts 
seems certain. Whether it will be ruled 
out is another question. 

Chief stumbling block in the present 
administration’s quest for the “more 
abundant life” has been its propensity 
for going beyond the bounds of those 
things which properly come within the 
realm of interstate commerce—its dis- 
regard for the principle of state’s 
rights. NRA was an instance of this. 

The old-age pension law does not de- 

» pend for its constitutional existence 
upon the commerce clause of the United 
States constitution, however, but rests 
upon the power of Congress to levy 
taxes “to provide for the common wel- 
fare.” (Section 8, Article 1.) 





What Will the Shoe Retailer Pay ? 


Additional One Per Cent Tax On Special Insurance Causes 


Larger Organizations 


Chain shoe stores will feel the finan- 
cial sting of the social security act more 
sharply than “independents.” This 
results from the fact that there is an 
additional tax upon employers of more 
than eight persons, the receipts to go 
toward sustaining the employment in- 
surance feature. Most independent 
stores employ less than eight persons, 
and this phase of the bill responds, in 
some measure, to their demand for 
legislation to offset the competitive ad- 
vantages which accrue to chain owner- 
ship and operation. 

The chain organizations—also the 
independents which have eight or more 
employees—must pay an additional one 
per cent of their payrolls, beginning 
January 1, 1936, to build up an unem- 
ployment insurance reserve. This levy 
increases one per cent in 1937, and a 
like amount in 1938. Based upon the 
1933 census, the shoe chains alone will 
pay $62,341 into this fund next year, 
and will be paying $187,023 when the 
maximum is reached, in 1938. 

In the absence of official figures on 
employment-per-store, the payments 
into the unemployment insurance fund 
by “independents having eight or more 
employees is not computable.” 

The Census of American Business 
listed 18,836 retail shoe stores in opera- 
tion, in 1933. Their total payroll was 
$45,455,000. Using this payroll as a 
basis, the one per cent old-age pension 
tax for 1937, the first year in which 
it is payable, will be $454,455. The 
same amount becomes due in 1938 and 
1939. For the three years next fol- 
lowing, the tax will be rated at one 
and one-half per cent of payroll; for 
the three years then following, at two 
per cent; for the next three, two and 
one-half per cent; and in 1949 and 
thereafter, three per cent. The maxi- 
mum annual cost to shoe retailers, 
reckoned upon the census figures will 
be $1,363,650. 

Similar assessments are made 


against employees, and collection will 
be insured by having the employer de- 
duct the amount due from each pay 
check. 

Old age pensions do not begin until 
1942. The date for starting payments 
was put ahead several years to insure 
creation of sizeable funds _ before 
weakening withdrawals would be per- 
mitted. 





DATES TO REMEMBER 


Buffalo Shoe Retailers Association Annual 
Outing, Orioles Patrol Home.....Aug. 14 


Spring Styles Conference, National Shoe 
Retailers Association, Waldorf-Astoria 
PGE NOV e occ cccewe sees Sept. 9, 10 


National Leather Opening, Tanners’ Coun- 
cil of America, Waldorf-Astoria Hotel 


ol ee ae eee Sept. 9, 10 
New York State Shoe Retailers Associa- 

tion Convention, Onondaga Hotel, 

Be eee Sept. 22, 23, 24 


National Shoe Fair and Joint Convention, 
National Shoe Retailers Association 
and National Boot & Shoe Manufac- 
turers Association, Chicago, 

Jan. 6, 7, 8, 9, 1936 


Michigan Retail Shoe Dealers Association 
Convention, Detroit. ..Jan. 12, 13, 14, 1936 


Indiana Shoe Buyers Week, Indianappolis, 
Jan. 26, 27, 28, 1936 





H. N. Lape On Business Trip 


CoLumBus, OH10—Mr. H. N. Lape, 
president of the Julian and Kokenge 
Shoe Co., is making an extensive busi- 
ness trip through the East. Before 
returning to Columbus he expects to 
spend some time at the clinic of Dr. M. 
W. Locke located at Williamsburg, 
Ontario. Dr. Locke is the inventor of 
the famous Dr. Locke shoe which is 
manufactured exclusively in the United 
States by the Julian and Kokenge Co. 
While there, Mr. Lape will also consult 
with the management of the Perth Shoe 
Co. of Perth, Ontario, makers of the 
Dr. Locke shoe in Canada. 
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seicca 


to Retail at $4.00 and $5.00 
9185-Black Suede 
9181---Black Kid 
9186-Brown Suede 
9187--Brown Kid 


SAME PATTERN IN OPERA 19/8 
LEATHER HEEL (Suedes only) 





RIPPLE PINTUCK OXFORD 


17/8 Continental Heel--WidthsAAA to B 








“8 : errs 
5 S59 ve Se eS 
“at. . 


T= MYERS LINE is the 
most talked about line in 
the shoe industry because 
it is fast moving. Over 400 
snappy numbers in the new 
Fall line. Send forrun of sizes. 


Just out! Our new folder displaying 36 different styles--featuring 12 styles by the famous new SBICCA Method 





seicca 


BEBE-GORE STEPIN 

to Retail at $4.00 and $5.00 
91358-Black Suede 
9131---Black Kid 
9136-Brown Suede 
9137--Brown Kid 

17/8Continental Heel--Widths AAA to C 





























SHOE _ HOUSE 























FASTEST moVvING WOMEN'S NOVELTY 
SHERWOOD or CURTAIN AVENUE BALTIMORE - ++ ++ MARYLAND 

















Obituaries 
Abraham R. Hyde 


Boston, Mass.—Abraham R. Hyde, 
president of the A. R. Hyde & Sons 
Shoe Company of Cambridge, Mass., 
died July 31 at his home in Dorchester 
after a brief illness. He had estab- 
lished the company of which he was 
head, and which, under his guidance, 
has grown to be one of the largest pro- 
ducers of volume footwear in the East, 
about 40 years ago. The first plant of 
the company was in Somerville, but 
the business was moved to its present 
site in Cambridge about 1913. 

In addition to his activities in the 
business world, Mr. Hyde was noted 
for his work in the field of religion and 
philanthropy. At the time of his death 
he was president of the Congregation 
Beth-El, one of the largest in the city, 
and vice-president of the Temple Israel, 
in Hull, Mass. For years he was close- 
ly identified with the activities of the 
Associated Jewish Charitable Associa- 
tion and was a past president of the 
Montefiore Charitable Association. 

Surviving are his widow, Mrs. Rose 
Hyde; four sons, Allen, Max, Ralph 
and George Hyde, all associated with 
their father in the company he found- 
ed; and four daughters, Mrs. Helen 
Darkin, Mrs. Ruth Margolis, Mrs. 


Harriet Davis and Mrs. Lila Ansin. 


C. Fred Bikle 


HAGERSTOWN, Mp.—C. Fred Bikle, 
prominent Hagerstown shoe retailer, 
died at his home recently at Hagers- 
town. His death was very sudden, he 
being stricken Friday evening and 
dying early the next morning. 

Mr. Bikle opened his Hagerstown 
store about 25 years ago. It is one of 
the finest and most successful retail 
shoe stores in that city. For some years 
Mr. Bikle was an executive of the 
Hagerstown Shoe & Legging Company, 
being in charge of the welt depart- 
ment until that company discontinued 
the manufacturing of welt footwear. 

Since 1915 Mr. Bikle had never 
missed a Middle Atlantic Shoe Retail- 
ers Convention, and since 1925 he was 
a director of that association. For the 
past three years Mr. Bikle had been a 
vice-president of the M.A.S.R.A. 

Mr. Bikle was very prominent and 
active in all civic affairs of Hagers- 
town, having memberships in all the 
leading organizations. 

He is survived by his wife and a 
daughter. 


Paul L. Murkland 


Be.oit, Wis.—Paul L. Murkland, for 
more than 25 years a leader in the 
business and civic life of Beloit, died 
Saturday, July 27. His death came as 
a great shock to the business commu- 








nity and his friends who had not been 
aware that his illness was so grave. 
He would have been 70 years old on 
August 5. 

On leaving college, Mr. Murkland 
began his association with the shoe 
industry that was to continue until his 
death. He was first a salesman for 
the Witt and Watkins Shoe Manufac- 
turing Company of Lynchburg, Va. In 
1891 he became a sales representative 
of the Smith and Stoughton Company 
of Boston and later the Commonwealth 
Shoe and Leather Company. He re- 
mained with this company for 30 years, 
most of the time as its representative 
in Wisconsin, Minnesota, and Illinois. 
In 1911 he purchased the store of 
George Cram in Beloit and conducted 
this store uninterruptedly during the 
last 24 years. 

Surviving Mr. Murkland are his wife 
and a daughter, Mrs. Hugh M. Stoffre- 
gen, and a son, Paul C. Murkland, both 
_of Beloit. 


M. E. Sarvey 


CORTLAND, N. Y.—M. E. Sarvey, 
president of the Sarvey Shoe Co., Cort- 
land, N. Y., died Wednesday, July 17, 
after more than a year’s illness. Mr. 
Sarvey was one of the oldest shoe mer- 
chants in New York state and he was 
held in high esteem by his associates 
in the New York State Shoe Retailers 
Association, of which he had been a 
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director for a number of years, and by 
the other merchants of his city. The 
funeral was held Friday and the state 
association was officially represented by 
ex-President Henry Merton Smith of 
Penn Yan. John N. Sarvey, a son, is 
secretary and treasurer of the business 
and William M. Farrell is vice-presi- 
dent. 





Isidore Meirowitz 


DANBURY, CONN.—Isidore Merio- 
witz, veteran former shoe retailer here, 
died July 22 at Bridgeport General 
Hospital, Bridgeport, where he had 
been a patient several weeks. Mr. 
Meirowitz conducted a retail shoe busi- 
ness at 255 Main Street, Danbury, and 
later at 18 White Street. He is sur- 
vived by his wife and a son and 
daughter. 


Innes P. Allen 


RocHeEsTer, N. Y.—Innes P. Allen, 
president and treasurer of the C. P. 
Ford and Co., Inc., Rochester, N. Y., 
died in that city July 25 after an ill- 
ness of a few weeks. The funeral was 
held Saturday afternoon, July 27, from 
his home and was largely attended by 
members of the shoe trade and others. 

Mr. Allen is survived by his son, 
Wheeler D. Allen, vice-president of the 
firm, a sister, and several daughters. 


J. Carl Lily 


Boston, Mass.—J. Carl Lilly, past 
president of the American Hide and 
Leather Co. and also associated with 
the Barnet Leather Co., died July 29, 
in Selma, Ala., where he was on a busi- 
ness trip. He had also been in business 
for himself under the firm name of the 
Lilly Leather Co., the tannery of which 
was situated in Woburn, Mass., and had 
been vice-president and general man- 
ager of the General Leather Co., of 
Newark, N. J. 

Funeral services for Mr. Lilly were 
held Aug. 3, at Waterman Chapel, 
Boston. 


Fred Harold Tolman 


Boston, Mass.—Fred H. Tolman, 
president of the Tolman Print Corp. 
and the University Press, died suddenly 
in Boston, July 28. Mr. Tolman’s print- 
ing plant was recognized as the coun- 
try’s foremost specialist in all manner 
of printing and advertising layouts for 
shoe manufacturers and due to this he 
had a wide acquaintance among the 
shoe trade. 

Mr. Tolman is survived by his widow, 
two sons and a daughter. 





Appointed Manager 


NORTHAMPTON, Mass.—Clifford E. 
Merle, of Endicott, N. Y., nephew of 
Lawrence Merle, vice-president of En- 
dicott & Johnson, has been appointed 
manager of the local Endicott-Johnson 
Shoe store, succeeding J. Albert St. 
Croix, who resigned. 





OF A SHOE 
SALESMAN MAKING 
AN EXTRA PROFIT 

PLUS A SATIS- 
FIED REPEAT 
CUSTOMER @& 


18 9 . 
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Py Lee) Gels, 


Od jv 


Order a few trial 
pairs now! Write to- 
day for FREE Booklet 

“Here's Howl" 


List Price 
$6.00 Dozen Pairs 
Retail Price $1.00 Pair 


Build extra sales, extra profits, quicker sales. Minimize 
returns and complaints — provide a maximum of foot 
comfort instantly with 





WIZARD COMPANY ¢« Wasa tncran 


Canadian Distributors: Canadian Specialties, Lid., 49 Sanford Ave. S., Hamilton, Ont 
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GREGORY & READ CO. 
LYNN, MASS. 
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. IN-STOCK 12 STYLES 


% 


*. 
Ky 


*. 
xy 


AAAA to C—2 to 10 x 
* 


$3.00 
ao 


Fa at 


i lel 


Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
infants’ Soft Soles.. 0-3 
intermediates ...... 1-5 
Flexible Hard Soles 2-6 
Send for In-Stock 
Catalog 





MRS. DAY’S IDEAL BABY 
SHOE CO 
Locust St. 
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Men's Shoes 
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Colella & Leighton Increase 


LYNN, Mass.—Colella & Leighton 
have taken more space and are increas- 
ing their output to 1500 pairs of wo- 
men’s shoes daily. They tried to peg 
their production, but could not stay on 
the pegs. First, they pegged it at 600 
pairs a day and stayed there for some 
time. Then they had to get off this 
peg and move on to a new peg and 
make 900 pairs daily, but they could 
not stay on this 900-pair-a-day peg any 
more than they could stay on the 600- 
pair-a-day peg, and now they’re peg- 
ging again at 1500 pairs daily. 
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Sell All-Leather in Shoe Store 








Atlantic City, N. J.—The interesting exhibit of leather goods including shoes, 

handbags, belis, jackets, and luggage, in the A. C. Lawrence display on the 

Boardwalk at Atlantic City. This exhibit is part of the DuPont display and shows 
the diversity and adaptability of leather for wear and health. 











White House Remodels Store 


Tucson, ARIz.—The White House, 
large department store here, has re- 
modeled and enlarged its entire store. 
The store is finished entirely in bone 
white and fawn coloring, and most of 
the fixtures are modernistic in design. 
A new air cooling system has been in- 
stalled in the store, as well as an en- 
tirely new electrical system. The new 
lighting system illuminates all the mer- 
chandise displays and the overhead 
lights are spaced so that the rays are 
effectively directed into all the depart- 
ments. 

The shoe department fixtures are all 
modernistic, with display niches and 
mirrored fitting and testing facilities 
taking a prominent place. High shelv- 
ing equipment has been installed behind 
the footwear displays for stock pur- 
poses. 

William Wright is in charge of the 
children’s shoe department. Mr. Wright 


_ has been associated with the White 


House department store for the past 
four years and has made a study of 
the fitting of growing feet, he being 
a graduate of the American School of 
Practipedics and a thoroughly trained 
foot correctionist. 

Joseph Acuna will supervise the shoe 
buying for the men’s, women’s and chil- 
dren’s departments. Mr. Acuna is also 
a graduate of the American School of 
Practipedics and is well known as an 
expert shoe fitter, having had 18 years’ 
experience in the trade in the city. He 
has also had a wide experience in the 
selection and buying of footwear to 
meet the local demand. Mr. Acuna will 






be assisted in the women’s department 
by Carl Barbee, by William Wright in 
the children’s department and by Wil- 
liam Garcia in the men’s department. 


Kozy Komfort Reorganizes 


L. W. Morrison, former vice-presi- 
dent and plant manager of the old 
Kozy Komfort Mfg. Shoe Co., and Mr. 
E. C. Wegner, who has for many years 
been associated with the Weyenberg 
Shoe Company with several other 
prominent Milwaukee shoe men, recent- 
ly purchased the goodwill and principal 
assets of the Kozy Komfort Shoe Mfg. 
Company. 

The new firm will operate under the 
name of the Kozy Komfort Shoe Com- 
pany. Mr. Morrison is the president of 
the new firm and E. C. Wegner is the 
secretary and treasurer. They plan 
to locate in Mundelein, IIl., just as soon 
as the new, modern, daylight factory 
building is completed in August. 

The plan is to continue making a 
quality line of slippers and comfort 
shoes as well as the line of women’s 
sandals for evening and sport wear in 
the popular prices grades. 


Opens Chicago Office 


Dave W. Saifer, Central Western 
representative for the Harvard Shoe 
Company of Boston, Mass., has opened 
an office in the Republic Building, 202 
South State Street. Mr. Saifer sells 
the volume trade high-style women’s 
compo footwear retailing at $3.00 and 
$4.00, and he has been very well known 
throughout the trade for many years. 
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No. 214D—Choc. W.P. 16 in. Welt. Plain 
toe, leether lined vamp, full grain gusset, out- 
side counter pocket, leather laces, extension heel 
seat, steel stud hooks, reinforced wing back- 
stay, steel arch support, grain insole, outside 
top band, full double oak sole, whole leather 
heel. Last 9, in stock E width, sizes 6-11. 
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£Y're cyippEewh® 


Grade-up by installing an ‘Original Chip- 
pewa’’ section. 
steadily employed again, are paying more for 
work shoes and in return expect the fit, com- 
fort, and service found only in ‘Original 
Chippewas.’ 


4104—Choce. 
stitching, 
vamp, nickel hooks, grain insole, steel arch, 
inside leather top band, double soles with 
Raweord outsole, 
in stock E width, sizes 6-11. 


IN STOCK 


Catalog and particu- 
lars on request. 
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Thousands of men, now 


Elk Welt. Plain toe, white 
half grain gusset, cloth lined 


Raweord heel. Last 36, 
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CHIPPEWA SHOE MANUFACTURING COMPANY 


CHIPPEWA FALLS WISCONSIN 





The Road to Plenty 


[CONTINUED FROM PAGE 32] 


it meets these new standards of busi- 
ness. If a business is a monopoly, or if 
it takes undue profits from its opera- 
tion, although competitive, or if it 
exerts unfair pressure or power in com- 
peting with other businesses, it should 
cease to have either our respect or 
tolerance and should be regarded as eco- 
nomically unsound. 

I have said “new standards” mean- 
ing that these are standards which now 
must be observed broadly and through- 
out industry if we are to prosper and 
if we are to secure the great increase 
in usable wealth, in the form of goods 
and services for all the people, which 
is possible. They are not new standards 
for many businesses in this country, 
since they have been observed for years. 
But other standards prevailed too wide- 
ly at the outset of your stewardship, 
and unless business in the mass is to 
revert to these standards, its responsi- 
ble leaders must look upon wages less 
and less in terms of how little they can 
pay workers for their time, and more 
and more in terms of how much of in- 
dustry’s total income can be spread out 
in wages to provide a market. For 
whether we like it or not, we must 
accept the fact that trade has become 
the way by which the people of our 
country generally secure their living, 


and that trading henceforth must of 
necessity be conducted along lines 
which contribute to the general good. 

Every measure that you have taken 
or will take in the future to insure this 
end has been and will be endorsed by 
progressive business men. 

All indications today point toward 
the renewal of the march of industry 
toward a higher level in the production 
and distribution of wealth. If that 
trend can be stimulated and properly 
safeguarded, we will achieve, in con- 
stantly increasing volume, an increased 
production of the great wealth which 
can be created annually in the United 
States. Certainly the retail trade of 
this country, which must distribute the 
increased flow of produced wealth, is 
prepared to cooperate to the fullest in 
accomplishing its distribution with the 
greatest possible economy and dispatch. 


William Hatton Named Director 


GRAND HAVEN, MIicH.—William Hat- 
ton, president of the Eagle - Ottawa 
Leather Company of this city and 
Whitehall, Mich., has been named to 
the board of directors of the recently 
organized Michigan State Chamber of 
Commerce. 


Holds Foot Technique Course 


CoLuMBUS, OHIO — The second post 
graduate course in foot technique to be 
held in Columbus was recently conduct- 
ed with sixty-seven osteopathic physi- 
cians from all parts of the country at- 
tending classes in the Deshler Wallick 
Hotel. 

The course directed by Dr. Harold 
E. Clybourne of Columbus was held un- 
der the auspices of the Lockwedge Shoe 
Corp. of America, Inc., and their Dr. 
Locke shoes, manufactured according 
to the specifications of that doctor by 
the Julian & Kokenge Shoe Co. 

Dr. Clybourne was assisted by a 
faculty composed of Dr. T. L. North- 
rup, Morristown, N. J.; Dr. E. P. Kane, 
Adrian, Mich.; Dr. George W. Roth- 
meyer, Philadelphia, Pa.; Dr. Edger D. 
Heist, Kitchener, Ontario; Prof. Wal- 
ter C. Freeman, Ohio Wesleyan Univer- 
sity; Dr. J. O. Watson and Dr. H. L. 
Collins of Columbus. 

The course included discusions and 
demonstrations in the Anatomy of the 
Foot and Leg; Physiology and Pathol- 
ogy of the Foot and Leg; Foot Balance 
and its Significance in Osteopathic 
Treatment of Feet; Shoe Construction, 
Lasts and Leathers; Technic of Shoe 
Fitting; Systemic Conditions Affecting 
the Feet, and the Care of ‘Athletic 
Injuries. Slides and movies of foot and 
leg subjects illustrating technic dissec- 
tions, and operations were also shown. 
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Riding, Cowboy end and Lece Boots ‘ig 
H. J. J JUSTIN SONS ONS, Inc. 














Headquarters 


A -—} a of Bites, 


Cowboy Boot pa Shoes. 
Boots meet your every 
demand “a style and price. 


Our large floor stock 
means quick service. 


KIRKENDALL 


BOOT COMPANY 
Omaha, Nebraske 



























Roomier Shoes 


LYNN, MAss.—Shoes are getting 
roomier, so last makers say. They tell 
of lasts that are turned to more liberal 
lines, also to more gains for the larger 
sizes. Even the larger sizes are 
roomier. There’s more forepart room, 
especially toe room. That goes for the 
new square-toed shoes as well as the 
familiar round-toed styles. Heels may 
be snug and arches slim, but the fore- 
parts are roomier, more ample across 
the ball, as well as around and across 
the toe. The family of five toes at the 
fore end of the foot are seeking a 
roomier tenement. The development of 
sandal styles for Summer wear, espe- 
cially those with open toes, are but an 
expression of the desire of the toes for 
more room to live, more freedom, ana 
so on. It’s likely that the five toes 
have gained more freedom during the 
recent Summer, and do not want to be 
housed up tight during the Winter. 
Anyway, the last makers of Lynn are 
selling roomier lasts. 



























McElwain Moves Offices 


Boston, Mass.—The J. F. McElwain 
Company, with factories in Nashua and 
Manchester, N. H., has moved its Bos- 
ton offices from the old location at 212 
Essex Street to the United Shoe Ma- 
chinery Corporation Building at 140 
Federal Street. Room numbers are 
1406-7-8. 
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A. H. Tupper Leaves on Air Trip 


New York—Arthur H. Tupper, 
president of the Tupper Slipper Corpo- 
ration, 352 Fourth Avenue, left Aug. 1 
on a three weeks’ trip, during which he 
expects to visit most of the principal 
cities of the United States. In order 
to accomplish so much in such a short 
time, Mr. Tupper plans to travel ex- 
clusively by air. 

The purpose of Mr. Tupper’s trip is 
to talk with his sales representatives 
throughout the country, visit his key 
accounts, study business conditions in 
general, and learn at first hand just 
what the public demands in footwear 
for the coming seasons. 

Arthur Tupper is regarded today as 


one of the leading figures in the shoe. 


industry, not only as a fine shoemaker, 
but as the creator of new styles in 
slippers and sandals which have been 
the topic of conversation wherever 
shoe men gather. Last year the un- 
precedented demand for Tupper’s 
“Footwear Designed for Gracious Liv- 
ing” necessitated the firm’s removal 
from Brooklyn to much larger factories 
and showrooms in New York City. 

Mr. Tupper plans to return to New 
York from his trip before the end of 
August. 


Fiftieth Year of Service 


CARROLLTON, Ky.—The Glauber Shoe 
Store recently passed its half-century 
mark in shoe service to this community. 





JOHN GLAUBER, JR. 


This store was originally established 
by John Glauber, Sr., at its present 
location and was conducted by him until 
his death. Then John Glauber, Jr., who 
had left school at the age of 13 to learn 
the shoe business in his father’s estab- 
lishment, took over the management of 
the store and conducted it along pro- 
gressive lines until it now stands as 
one of the most successful and out- 
standing shoe stores of the state. 
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HAND CRAFT SHOES ... 


are made from the finest leathers 
obtainable. The quality of each 
piece of leather is determined 
by veterans who have made a 
life study of leather. Each skin 
is hand selected. Ten styles are 
carried in-stock to retail from 
$8.50 to $10. 


HAND CRAFT the CHARACTER Touch in Footwear 


COLE ROOD and HAAN 


Manufacturers of Men’s Exelusive Fine Footwear 
CHICAGO, ILLINOIS 








John Glauber, Jr., has _ rightfully 
gained the title of being one of the 
outstanding authorities on shoes due 
to the fact that in the early days of the 
store most of the shoes worn were 
hand-made and this store from its very 
beginning gained the reputation for fine 
workmanship and Mr. Glauber, now 
nearing three score and ten grew up 
with the modernization of the shoe 
trade. 

Mr. Glauber has served as treasurer 
of the Carrollton public schools for 
many years and in his every associa- 
tion he has always been public spirited 
and a tireless worker for the good of 
the community. 

Mr. Glauber’s son, John Glauber, III, 
is working now with his father, learn- 
ing the shoe trade, so that on his 
father’s retirement he can take over 
the active management of the business. 


New Store in Long Branch 


LONG BRANCH, N. J. — Harold S. 
Schwartz has recently opened a new 
family shoe store in Long Branch, New 
Jersey — corner Third Avenue and 
Broadway—formerly occupied by Thom 
McAn. The corner has been completely 
remodeled with a black chromium front 
and the interior is fixed up to date in 
ultra modern fashion. The color scheme 
of the interior is burnt bamboo with 
black trimming and tan stock boxes—a 
very effective color scheme. 
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PONTAN 


UNIFORM IN TEXTURE” 
COLOR AND QUALITY SII ). il 


f The ‘fold and wear” test subjects the 


No detail is overlooked in testing FAR B Snshed moterol to idence! cond: 
PONTAN QUARTER LINING before it Bis 

leaves the Du Pont plant to become a 

part of a shoe. 


Continual laboratory tests with the best 
instruments known to science are the 
guardians of quality and uniformity. 


This instrument is 
used to test Pontan 
for its tensile n. 
strength. f Py, 


frie 1 


The microscopic examination of all raw 
materials entering into the manufacture 
of Pontan is made to catch those flaws 
that would pass the naked eye. Finished 
material receives the same test. 





ONTA 


REG.U.S. PAT. OFF. 


A miniature mill of laboratory type is 
used to check repeatedly the various 
steps in manufacturing process. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Women's Shoes 


6 6 6 Fe 6h 8 a a 


KU SH-IN-EZE 
Vv HAND TURNEDNS 
FOOTWEAR hg 


IN STOCK 
No. 156 Black 
Kid $2.35 

VAUGHAN-TOWLE Co. 
WAKEFIELD, MASS. 











SILVER KID—GOLD KID—FABRIC 


EVENING SANDALS 


[OVER 100 NUMBERS IN STOCK] 





CARIOCA 
IN 

STOCK 

uine Silver Kid ............ $3.10 
Bc cecseeccccccs 3. 

Black — C000 eeeeccsooevecces 2.00 
jenthbhesesensisacs 2. 

lack Soot, ~~ Trimmed.... 2.00 
- Louis Heel 


‘AAA to Swi 
All above Sandals also Carried in 11/8 
Block Heel. 


Send for New Complete Fall Bulletin 
Terms 2% 10 Days Net 30 F.O.B. Factory 


HANNAHSON’S, Haverhill, Mass. 
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Shoe Trees 


6 FF EF EF 


QUICK PROFIT ITEM - 50: 


SIMPLEX SHOE TREES ne 


Neale See ad 
or Removes aieke ven 
WRITE FOR yal" A mr Pes 


UNIQUE 
SALES PLAN smee TREE 
















BOOT AND 


New YorK.—The Valley Shoe Cor- 
poration of St. Louis, has opened a new 
office and showroom in the Marbridge 
Building, New York. The showroom is 
most unusual in design, being entirely 
Empire in style. The walls are done 
in an Empire blue, the ceiling is white, 
and the floor is covered with a plain 
ivory-colored carpet. The room is fitted 
out like a private living room with a 
bookcase, secretary, divan, coffee table, 
occasional chairs, and a dummy fire- 
place, all in the Empire style and of a 
light ivory color. 

The lighting is all indirect and has 
been arranged in a novel way. On 
each side of the bookcase there is a 
square wooden column, about three- 


Opens New and Unique Showroom 
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quarter room high, each having on top 
a large urn inside of which the lights 
are concealed. Besides these lights 
there is a floor lamp also with indirect 
lighting. 

The shoes are displayed in a most 
unique way. The bookcase and secre- 
tary are apparently filled with books, 
but these are false. On opening the 
doors, the books disappear, showing the 
shoes on display. The paneling on the 
sides of the fireplace and the fronts of 
the two columns also open, showing 
more shoes on display. 

The large, blue glass-topped coffee 
table is for use as a sample table in 
showing the shoes to the buyers, and 
has been enlarged for that purpose. 








children’s apparel. She has been thor- 
oughly schooled in the construction and 
uses of elastic fabrics and has an ex- 
tensive background of sales and pro- 
motional work in this industry. 





Feature Shoe Accessories 


DeEtTROIT—Sale of accessories has been 
greatly stimulated at Norman’s, Inc., 
downtown shoe shop, by display cases 
on each side of the entrance. On the 
right-hand side are two glass cases of 
buckles and bows, devoted chiefly to the 
type sold for opera pumps. _ This 








Jane Wheeler Promotes 
Webbing 


Everlastik, Inc., of Chelsea, Mass., 
manufacturers of elastic webbing, re- 
cently announced the appointment of 
Jane Wheeler to their promotional and 
research department. 

Miss Wheeler will act as stylist and 
assistant director, devoting most of her 
time to assisting customers and pro- 
spective users of Everlastik webs in 
solving the problems they have today 
with the use of elastic in women’s and 


proves especially effective for the Fall 
season, the Summer, of course, being a 
poorer season for these accessories. 

On the other side is a double display 
rack, with a glass case below for bags 
and a modernistic four-deck open rack 
of them above. At the present time 
these are devoted almost entirely to 
bags in pastel colors and whites, chang- 
ing with the seasons. 

The idea worked out by Norman 
Rosenberg, president of Norman’s, is to 
make it possible for the customer to 
select a complete ensemble in acces- 
sories in one store. Instead of shop- 
ping in several stores for each item, 













all will be available in the shoe store. 
This includes gloves, which have a spe- 
cial place on the display case at the 
entrance, bows and ornaments, bags, 
and of course hosiery. A stock of 500 
to 1000 pairs of gloves is maintained 
on hand, indicating the size of invest- 
ment required to make this type of en- 
semble appeal possible. Wide selection 
in all popular colors to match the shoes 
of the season is of the utmost impor- 
tance. 


Issues New Catalog 


So. MILWAUKEE, W1s.— Something 
new and different seems to be the best 
way to describe the new Doerman Shoe 
Mfg. Company children’s catalog for 
Fall and Winter. For many years 
now this firm have been outstanding 
for the type of catalogs they have 
issued. The entire catalog is based on 
their slogan “Pulling Power,” and the 
cover is a beautiful four color process 
printing that carries out this idea. All 
the numbers of their “Great Scott” line 
are illustrated in actual colors, and 
they will be pleased to send a copy of 
the catalog to any one that writes in 
for it. 
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QROTECTED BY AMERICAN Shoes AND FOREIGN PATENTS 






















A NEW FALL MODEL BY 
P. W. MINOR & SON, INC. 
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-Torms WILL SELL YOUR SHOES 
EASILY AND QUICKLY 


There’s no trick to it. It’s easy when you know how. 
Just tree the shoes in your windows and on your 


counters with Fairy Forms and notice the increased 
attention they will receive. 


do on the human 


There is a Fairy 


United Last 


Northampton 
England 
Melbourne, Australia 


The shoes look smarter; look, in fact, just as they 


comfort is apparent to the customer's eye. 


Order Fairy Forms today and make a flying start 
toward a real Fall business. 


they come in all the popular colors. 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 
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foot, and every quality of fit and 


Form for every type of shoe and 


Co., Ltd., Montreal, Canada 


Paris Frankfort 
France Germany 
Mexico City, Mexico 











Sales Increase Renews Optimism 


RENO, NEv.—A very healthy increase 
in business for the first six months of 
this year is noted by Mrs. E. St. Pierre, 
proprietor of St. Pierre’s Bootery. A 
large percentage of the doubling in 
sales volume is traceable to the men’s 
side of the house. 

“Men are buying more and better 
shoes,” reports Mrs. St. Pierre. “If 
we had said $10.00 to a man a year ago, 
he would have walked out. Now he 
pays such a price without question. A 
new salesman has been added to take 
care of the increased business this 
Spring. After being in the retail busi- 
ness for 20 years I felt I might retire, 
but trade has been so good recently it 
has given us renewed courage. There 
is nothing I like better than the retail 
shoe business. Every day holds some- 
thing interesting and worth while.” 


A Rose in Portland 


PORTLAND, ORE.—There is nothing 
quite like capitalizing on some good 
local institution. For years Oregon 
was known as the “Web Foot State,” 
then some great soul spotlighted Port- 
land by coining the phrase “For You 
a Rose in Portland Grows,” according 
to Will A. Knight. His practical ap- 
plication is the commandeering of all 
the roses on the Knight estate for store 
distribution, all of them being per- 
sonally pinned on by Mr. Knight. 



























Said It With Flowers - 






The many baskets of flowers received by Hofheimer's of Norfolk, Virginia, in 
celebration of the Golden Jubilee of this famous Virginia shoe store, in service 
to the public for fifty footwear years. 





Carrying this one step further, on 
all his shoe carton covers is printed a 
rosebud in color together with the 
Portland rose slogan. All shoe pur- 
chases are delivered in these special 
cartons. A little expensive, but fine 
advertising, Mr. Knight believes, As 
a sidelight on the city wide rose grow- 





ing activity, there is a Rose Council 
composed of nine different groups with 
Mr. Knight as permanent head of the 
retail board of the Chamber of Com- 
merce. This year the council planted 
over 500,000 rose bushes around Port- 
land schools, railway stations and along 
the curbs in the residential sections, 
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Men's and Women's 
Slippers 


a i i i ed 


A EVANS’ SLIPPERS 
% Hand Turned, Cement 
A or Padded Sole 





For Men, Women, Children 
77 Styles in Stock 


Send for Catalog 
No. 1605, 
Padded sole 
opera 
Tan and Black, 
6-12 D. 
$1.25 









L. B. EVANS’ SON CO. 
Wakefield, Mass. 





222223332372 
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Dancing Shoes and Taps 


i ll 
















TAP 
DANCE 
SHOES 





Stock 










BLACK CALF 
PAT. LEATHER 







Misses 
A-B-C ti'2-2 
1.45 


OWENS SHOE Co. = 


28 Goodhue St., Salem, Mass. 


Women’s 
A-B-C 24, -8 
$1.55 














Good Sales on New 
Short Back Lasts 


Detroit, Micu.—“The new short 
back lasts for ladies’ shoes is proving 
an advantageous seller for the neigh- 
borhood store,” Fred E. Sherman, 
owner of the Sherman Shoe Store, one 
of the east side’s leading merchandis- 
ing shoe dealers, said this week. 
“Women are swiftly finding that this 
type of last fits much better, and that 
the shoe does not slip on the foot. 

“People would buy the wide toes and 
other features of an adequately fitted 
shoe, if they were made to look half- 
way attractive as they can be. Man- 
ufacturers have not yet given enough 
thought to the problem of adequate 
fitting lasts in neat-appearing shoes. 

“Round toes and low heels are in de- 
mand in this section of the city, with 
plain Summer styles prevailing. 




























Complete Hosiery Sections 
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A complete and modernistic hosiery display section is a new salesmaker. It 
consists of a beautiful counter eight feet nine inches in length with two built-in 
display windows wired for indirect lighting, and a back panel six feet high 
and eight feet nine inches long—with three sections for stock and two indirectly 
lighted display windows. This beautiful section enables all shoe stores to have 
a hosiery section that will attract the attention of any customer that enters 
the store, and still the compact arrangement of it reduces to a minimum the 
amount of space necessary for such a section. 












New England Production Above ‘29 


Boston, MAss. — Statistics released 
by the Federal Reserve Bank of Boston 
show that though shoe production in 
New England showed a net decrease for 
the current half year as compared with 
the same period in 1934, it “has been 
the best six-month period, with the ex- 
ception of last year, since 1923.” 


“In terms of 1929,” says the bank’s 
statement, “the volume of output in the 
first half of each successive year since 
1930, except in 1932, has shown in- 
creases until this year when production 
remained practically at the 1934 level.” 

The following table, compiled by the 
bank, tells the story: 


Total Boot and Shoe Production in New England 
First Six Months 


(Number of Pairs) 


Per cent 

Pairs of 1929 
... 63,194,000 104.1 
ee 63,246,000 104.2 
... 60,879,000 100.3 
... 56,962,000 93.8 
... 57,641,000 94.9 
at 129, 89.2 
60,713,000 100.0 

ee y i 96.9 
... 53,927,000 88.8 
cess 52,874,000 87.1 
... 53,326,000 87.8 
... 54,280,000 89.4 
... 71,643,000 118.0 





Smooth leathers are preferred almost 
universally to rough, because women 
are demanding comfort rather than 
style as first consideration. 

“Brown and black lead in colors, in 
single toned shoes. There is little 


novelty trade, except in strictly sport 
types. Two color leathers are not a 
good investment for the neighborhood 
store, because they will rarely move 
fast enough to justify an adequate 
range of sizes.” 
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BOOT AND SHO6 


Under one roof... the showrooms 
of the shoe industry’s leading man- 
ufacturers... 
retailers and buyers, who, in one 
visit, may learn ali that is new and 
smart in the shoe world. 

season’s outstanding 
shoe styles are on display now at 
the wens Buying Centre in New 
York . .- the crossroads of the 
. the Marbridge Bullding. 
Come and see them before you buy! 


The coming 


trade. . 
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bridge Building — 
Headquarters fer 
Value and Style 


easily accessible to 











““ATHLETE’S FOOT” 
ITCHING TOES .. CAN BE 


QUICKLY 
RELIEVED BY 


D«Schollé SOLVEX 


Mion S of people—and many of your own customers— 
Mine “Athlete’s Foot,” itching feet and toes, and they 
don’t realize its seriousness. When such conditions confront 
you, tell the customer not to delay obtaining relief, because 
“‘Athlete’s Foot’’ can easily spread to other parts of the body. 
This ailment can be quickly relieved by the use of Dr. Scholl’s 


This infection stubbornly resists ordinary treatments, but all 
symptoms disappear quickly under treatment of Dr. Scholl’s 
Solvex—an especially prepared ointment which penetrates 
deeply into the tissues, stops the itching at once and kills 
the germ immediately. The Medical and Chiropody Pro- 
fessions recommend Dr. Scholl’s Solvex . . . because of its 
outstanding effectiveness in fulfilling its advertised purposes. 
When you recommend Dr. Scholl’s Solvex you are certain to 
satisfy the customer—at a sub- 

stantial profit to yourself. 


Retail prices: 50c and $1.00 per jar. 
Wholesale price for 50c jar, $4.00 
per dozen. This is the time of the 
year when “‘Athlete’s Foot”’ is most 
prevalent and it affords you an 
excellent opportunity to render a 
real service and to enjoy many extra 
half-dollars and dollars. 








New Shoe Salon 


SEATTLE, WASH.—As the finishing 
touches are being placed on Seattle’s 
newest shoe salon, O. E. Thorp, who 
will operate this store of his own as 
a most attractive shop in the down- 
town district, plans to stage an open- 
ing in August. Mr. Thorp, who has 
guided the Pacific Northwest Shoe Re- 
tailers’ associational affairs in the past 
and was identified for some years with 
Turrell’s shoe store on Third Avenue, 
is placing a host of beautiful furnish- 
ings in the modern store that will be a 
handsome addition to the long list of 
shoe stores for Seattle’s smart women. 


Modernize Store 
Tacoma, WASH.—Extensive improve- 


ments and alterations are being made. 


in the second-floor shoe department of 
The Peoples store of this city. In line 
with the modernistic movement, the 
whole second floor is being redecorated 
throughout. 


Remodels Store 


BALTIMORE, Mp. — O'Neill & Com- 
pany, department store in this city, 
will carry out an extensive program, 
including remodeling and improve- 
ments designed to expedite and render 
a more efficient service in all its de- 
partments, including the shoe shop. 


The work which has just been started 
will cost approximately $100,000. It 
will mark the largest expansion under- 
taken by O’Neill’s in its long history, 
and will also represent one of the larg- 
est undertaken in recent years by any 
department store here. 


Promote Market Week 


SEATTLE, WASH.—Leading shoe re- 
tailers of Seattle are deeply interested 
in the staging of a Seattle Market 
Week, to promote general business in 
that city, Aug. 12, 13 and 14. R. F. 
Miller, of the Pacific Rubber Shoe Com- 
pany, is treasurer of the Seattle Tex- 
tile and Apparel Association, Inc., 
which is sponsoring the market week. 
He is also most active on the committee 
that is arranging for the convention 
that is expected to bring many buyers 
to the city and be an annual affair 
each year. Style shows, banquets and 
other entertainment are on the pro- 
gram of events. 


Suede Expected to Lead in Fall 


DETROIT, MicH.—“Some very beauti- 
ful styles are coming in for Fall,” 
Frank Wood, stylist of R. H. Fyfe & 
Company, said this week. “The new 
shoes are characterized by their fine 
appearance. 

“Suede with reptile and calf trims, 
almost a novelty type, should be out- 


standing. We have already bought 
heavily on fabrics, in suitable Fall col- 
ors—blue, black and brown shades. The 
suedes are expected to lead in volume 
sales. 

“The trend is still toward lower 
heels. A sandal type with heels eleven 
to seventeen eighths should be a good 
seller, rather than the flats that were 
popular this Summer. The real flats 
are designed for the tall woman; and 
the medium-sized girl wants a higher- 
heeled shoe to improve the symmetry 
of her appearance.” 


Testimonial of Appreciation 


MANCHESTER, N. H.—A city-wide 
testimonial to officials of the J. F. Mc- 
Elwain Shoe Company in appreciation 
of their action in locating a new fac- 
tory in this city will be sponsored 
by the board of directors of the Cham- 
ber of Commerce, it is announced by 
Joseph H. Geisel, president of the 
chamber. 

The announcement closely followed 
the first shipment of shoes from Fac- 
tory J, newest and best equipped of 
the J. F. McElwain plants in Man- 
chester. 

Although no date or place has been 
selected for the testimonial, it will 
probably be held early in September, it 
was announced by Mr. Geisel, who will 
appoint a committee for the affair at a 
later date. 














THE TICKET 
or hee 


FALL 


Autumn tones of brown, tan, 
orange, and gold are offered 
in the seasonal card and price 
ticket illustrated. The oak leaf 





design, and appropriate color- 
ing assure a perfectly blended 
window trim. 


The display card is 8” x 14”. 
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CARD HOLDERS 


Oval base—burnished goid— 
three-color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 







Supplied with annual services. 
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Everyone Passing 






is a Possible Prospect 


SELL THEM 


[It indo 


rd 






DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 







14 snappy and informative selling messages 


each month for men's, women's, children's shoes, 






women's hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35c each 







ATTRACTIVE HAND LETTERED PRICE TICKETS 


Samples of in-stock 









In popular denominations and blank. 









tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—I2 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
















MERCHANDISING AIDS 





Polly Clips 


for Price Tickets—Adijustable— 
Tilt at any angle. 

Yo gross ............. $2.25 ; 
WING eos eh a ees $4.00 -T] 


Polly Shoe Holder 


To display arch, branded, and 
fibre-sole shoes. Always re- 
mains in upright position. 


Pouy Cup 
for Price Tickets 





















































Yo dozen ............. $1.65 
er $3.00 a 
Recorder Stock Record Size... 
Tickets 
for shoe cartons. Clips in- PR nmnnnent 
Pou» SHOE cluded: 
Hover. eee: os | gaeaseee 








Pat. Pending | Se me re ree $2.25 















When writing advertisers please mention Boot and Shoe Recorder 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 


12 dozen (printed or blank) 
6 i] Ld ill 


SPECIAL: 


Combination of one gross Polly 
Clips and ay Arrows, only 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 


average size town, suburb or city shopping center. 

STORE WINDOW BULLETIN, supplies merchandising and display suggestions 
each month. 

SPECIAL CARDS, with wording as wanted. 

EXCHANGE OF CARDS: Annual card service subscribers may exchange any 


cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS, with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 





SERVICE MONTHLY | CARDS HOLDERS rehearse 





No. | $5.00 12 6 100 





No. 2 4.00 8 4 100 





No. 3.00 50 





No. 2.25 50 























| O ; Cae Gd - >P FP ee ee 
INCREASED BUSINESS 
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“Ve” 
Pale blue board, 
dark blue trees, 
and golden moon. 


D 
White board, 
green and gold— 
yellow desiqn. 


White board; de- 
Lavender and __ signin two shades 
green desian. of green. 

Size: 12” x 23%,”—Prices on opposite page. 


Rose-pink board. 
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STREET 


for 


subscribers 


must be drawn on U. S. 


a) 
Kt 
5 
a 
a 
<< 


additional 


per year, payable 
each month’s service deliv- 


card holders. 


foreign 
we agree to pay $1.00 


banks, or Include exchange. 
month 


For this service we will pay 
cash in advance, full year’s 
service, 5% discount. Checks 
If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, 

per 

ered, and agree to return the 


from 





MERCHANTS SERVICE DEPARTMENT 
BOOT & SHOE 
5 COV EY 


209 S:STATE ST: CHICAGO>:ILL: 




















please, unless C.0.D. preferred 


Service 


AUGUST, 
IMPRINTED 


Card 
TICKETS, at 35¢ per fifty, 


with 
continuing monthly for one 
..» consisting of 
additional. 


for 
. card holders (with 


the first month’s service), 


Recorder “‘Selling Messages,”’ 
blank tickets each month, 


Please enter our order for the 
beginning 


year, 





When writing advertisers please mention Boot 


and Shoe Recorder 
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SALESMEN WANTED 





SALESMEN WANTED 








LINE WANTED 











E are looking for representa- 

tives to sell a very famous me- 
dium and high grade sandal and slipper 
line on a strictly commission basis in 
the states of Michigan, Illinois, Mis- 
souri, North and South Dakota, Ne- 
braska, Kansas, Florida, Alabama and 
Tennessee. 

Applicants must travel by car. Write 
giving complete information as to age, 
experience, references, territory cov- 
ered, lines carried at present. Will not 
consider applicants carrying similar 
line. Submit photo with letter. 


Address E370, care Boot & Shoe 
Recorder, 239 West 39th Street, 








New York, N. Y. 





WANTED: Experienced salesmen on commis- 
sion for line of women’s semi-novelty Compo 
arch shoes retailing at $4; 125 patterns carried 
in stock. Territories open: Baltimore, Wash- 
=e and vicinity, southern Ohio, Nebraska. 
Address E-355, care Boot & Shoe Spenereer, 239 
West 39th Street, New York, N 





LIVEWIRE MANUFACTURERS’ REPRE- 
SENTATIVES, ATTENTION—Experienced 
salesmen wanted by old-established stitchdown 
manufacturer to cover trade on commission 
basis. Complete line of men’s, women’s, chil- 
dren’s and infants’ shoes, oxfords, sandals and 
straps. References will be kept in strict con- 
fidence. Reply, giving age, experience and ter- 
ritories covered. Address E-356, care Boot & 
hoe Recorder, 239 West 39th Street, New 
York, N. Y. 


SALESMEN: — STITCHDOWNS, — PRE- 

WELTS,—SHADOWELTS,—Complete line, 
several grades each construction, fast patterns, 
popular prices, volume case lot business only, 
strictly commission basis, excellent opportunity 
for real volume selling salesmen only. Follow- 
ing territories open:—1.—Texas, Oklahoma and 
Arkansas. 2.—Southern States from Richmond 
to New Orleans. Write particulars stating 
territories covered, naming accounts sold, vol- 
ume of business recently, qualifications and ref- 
erences. Address E-362, care Boot & Shoe 
reer. 239 West 39th Street, New York, 





ANTED: Salesman—Com. For New Jersey 
and Penna. A popular line Men’s, Boys’ 
and Children’s Shoes, also Ladies’ Kid Turn 
Comfort, Ties, Straps. Address Jantzen Shoe 
Co., 27 North Second St., Philadelphia, Pa. 





ALESMAN Wanted for Outstanding Line of 
Women’s Novelties and Growing Girls’ Sports 
to retail from $2.00 to $4.00. Pennsylvania 
and West Virginia. Must have experience and 
car: Excellent opportunity for right party. 
State reference. Address E-363, care Boot & 
oF. a eel 239 West 39th Street, New 
or 


XPERIENCED Salesmen for infants’ and 

Children’s shoes; Chicago territory. Refer- 
ences required. Elegant Shoe Co., 228 No. 
Clinton St., Chicago. 


SHOE Salesmen desiring a pocket side line 
paying good commissions and easy to sell, 
wn Paul Hunter, 86 Ellicott St., Buffalo, 














HELP WANTED 











SALESMEN, established trade, to sell on lib- 
eral commission as sideline a_ line of 
Women’s Novelties, Women’s Black Kid Com- 
fort Styles, Men’s and Women’s Slippers. Semi- 
stock. Territory open: Ohio, western New 
York, Minnesota, North Dakota and South Da- 
kota, Arizona, New Mexico, Utah, Colorado, 
ee, Connecticut, Rhode Island. good 
pene ming. sideline. Give full information 
a coer. estletoe Slippers, Inc., Worcester, 
ass. 





NEW YORK State opening—a real salesman’s 
opportunity—a man who has travelled the 
northern part of New York State and has estab- 
lished himself with the shoe trade will find dis- 
position is life’s ambition. Write stating age— 
giving all information as to your experience 
which will be treated in confidence. Address 
E-371, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





A SHOE last manufacturer, located in St. 
Louis, requires the services of a model 
maker. Give as much information as possible 
in the first letter. 7? Box E-352, 

and Shoe Recorder, 209 So. State St., Chicago, 








POSITION WANTED 


HOE BUYER and MANAGER—age 38, 

available Aug. 1. Twenty years’ wholesale 
and retail shoe experience in the Middle West. 
Thoroughly familiar with market conditions, 
modern merchandising methods and expert shoe 
fitting. Prefer department store connection do- 
ing a women’s business in medium and better- 
rade shoes. Address E-360, care Boot & Shoe 
ee 239 West 39th Street, New York, 

















A* EXPERIENCED TRAVELING SHOE 

ALESMAN, age 38, living in Kansas, 
yt. either general line or good popular- 
priced line of women’s shoes, having some estab- 
lished business. Well acquainted with the shoe 
trade in the state. Address E-361, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


W ANTED—Line of Ortho opedic Shoes or Style 
Welts in men’s, women’s or children’s me- 
dium-priced footwear. With 20 years’ road ex- 
perience covering the entire country and with 
friendships with buyers everywhere, I am_ im- 
mediately available. Address E-359, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


E.XPERIENCED Shoe Salesman, permanent 
resident Seattle. Open for side line, men’s 
and boys’ low-priced work line or men 
and boys’ low-priced oxfords. Must be good 
values. Covering Washington, Oregon, Idaho 
and Montana with car—prefer direct connection 
with manufacturer. Twenty years’ experience. 
Best reference. Address E-364, care Boot 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


AN experienced traveling shoe salesman living 
in Miami, Florida, desires a strong line of 
Men’s and Women’s novelty shoes to retail at 
three to five dollars for the state of Florida 
and Georgia. Can give best of References. Ad- 
dress E-367, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 














A’, experienced Orthopedic Shoe salesman who 
has had number of years’ experience in de- 
signing and selling Orthopedic shoes is desirous 
of making connections with outstanding retail 
stone as manager. Address E-368, care Boot 

§ Sho Bape. 239 West 39th Street, New 
Yor! ¥. 








FOR SALE 


S HOE. Store, family, long established, 100% 
location, Bronx, reasonable rent, with, with- 
out stock. Reason leaving city. Tel. until 10 
mornings Kilpatrick 5-7594, Abramson, 1502 
Crotona Park East, City. 











POSITION WANTED 


W HOLESALE or Retail. 20 years’ experi- 
ence buyer, owner, salesmanager, advertising, 
House and Road. Prefer Boston but will go 
elsewhere. Address E-365, care Boot and Shoe 
Recorder, 140 Federal St., Boston, Mass. 

















address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, A 
When a box number is desired twelve words should be added for the address. the 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
(> Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Gj | 


In all other cases each word o 
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MERCHANTS’ NEEDS 











present employers. 





Juvenile Shoe Department Making Money? 


With nine years as children’s shoe buyer in one of St. Louis’ leading 
department stores to my credit, I am seeking a satisfactory connec- 
tion with some good department store or exclusive shoe store who 
wishes to have their children’s and senior misses’ shoe section put on 
a real paying basis. Have practical ideas on getting real results in 
operating a boy’s shoe department. 
shoe business from all angles: Merchandising; Orthopedic work; 
Publicity and the successful handling of the customers. 


HOWARD T. PEAT 
1430 North 49th St., East St. Louis, III. 


Understand the children’s 


Reference, 








EXPERIENCE for past twelve years with 
large corporation includes retail and whole- 
sale selling—demonstrating—instructor in shoe 
and corrective appliance fitting—Public lectur- 
ing. Experienced traveller—will locate any- 
where. Available to manufacturer or retailer. 
Address E-366, care Boot & Shoe Recorder,,.239 
West 39th Street, New York, N. Y. 


28, Married, 





CREDIT and Collection Man, 
College Graduate with 8 years’ experience in 
the retail shoe business desires connection with 
an active concern. References on request. Ad- 
dress E-369, care Boot & Shoe Recorder, 239 
West 39th Street, New York, ¥. 








WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone Worth 2-5377 and 5378 








CASH FOR BRANDED SHOES 


RETAIL OR FACTORY STOCKS 


References: I. Miller, Nunn-Bush, Geller, Beck, 
Saks—5th Avenue, Melville, Bostonian, ete. 
BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 518! 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 

89 Reade St. Cor. Church 

Phone Barclay 7-7887 New York City 

















Increases Stock 


ALHAMBRA, CAL.—P. A. Downer, pro- 
prietor of Downer’s, 23 East Main 
Street, by taking on a new line of men’s 
shoes has increased his stock 20 per 
cent. He reports this move necessary 
to keep up with the increase in busi- 
ness, this Summer running well above 
the corresponding months in 1934: 


Patent on Counters 


HAVERHILL, Mass.—Arthur C. En- 
gen has secured patents on counters, 
the invention providing for grooving 
the side walls in such a manner as to 
keep the counter in shape, particularly 
preventing it from opening up as the 
shoe is worn. 








MERCHANTS’ NEEDS 








Get your copy of ‘Dancing 

Dollars.’’ An interesting and 

— folder that. tells 

shoe men how to attract 

a very desireable and aw profitable 

trade. Write SELVA & oo » Ine., Dept. 
“B,”” 1607 Broadway, N ye 








Discontinues Business 


PROVIDENCE, R. I.—The retail and 
wholesale shoe business operated as 
Flynn & Landi at 235 N. Main Street 
has been closed out. It was owned by 
James M. Flynn and Nicholas Landi. 

This was the business founded by 
Jordan & Monahan a number of years 
ago, later becoming the sole property 
of Hugh T. Monahan following the 
death of Mr. Jordan. Mr. Monahan 
then retired from the business, selling 
out to Mr. Flynn. 


Hanson Opens New Store 


PROVIDENCE, R. I.—Reorganization in 
one of this state’s oldest shoe retailing 
establishments came about recently 
when Herbert Hanson, for many years 
associated with Ben the Shoeman, Inc., 
severed connections with that firm and 
launched the Hanson Shoe Store, Inc., 
located at Olneyville Square. 

Mr. Hanson is president and trea- 
surer of the new firm, with Doris Han- 
son as secretary. The new store has 
a fine location in the shopping center 
of the Square and is sporting a mod- 
ernistic store front of black. 

At Ben the Shoeman, Inc., the vet- 
eran organization, Helena A. McGilliv- 
ray and Sidney Clifford are in charge. 
This business has been in the Hanson 
family for many years, catering to the 
popular priced shoe field. 


Dr. Pyle Foot Oscillator 


improves impaired or sluggish circulation by imparting 
to the soles of the feet soothing, invigorating oscilla- 
tions; stimulates nerve terminals; increases circulation of 
the feet; breaks up ad- 
hesions. Brings to your 
customers INSTANT 
foot relief. Makes fit- 
ting easier and quicker. 
Steps up sales and 
Now in use by 
department 





prestige. 
leading 
stores and retailers 
throughout the country. 
Full details on request. 

















Poa your nearest distributor 
in Store Shoe Dept., hay ut. 
Vi-Ped- Es = of New York, 13 E. 37th St., N. Y. C. 
Marmer’s, 3626 Warsaw Ave., Cincinnati, Ohio 





. PHENOMENAL SUCC i 
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THE DUNDE SHOE RESHAPING 
MACHINE 


A Sensational Shoe Reshaping Machine. Practical for 
conforming of shoes. Economical operation. Eliminates 
slipping at heels, gapping at a. Practical for 


every fitting need. Dealers everywhere are satisfied 
users. Send for catalog. Machine without hand iron, 
28. Machine souers with hand iron, $35.00; 
Hand iren only, $15.00, F.0.B. New York. 


DUNDE SHOE RESHAPING. DEVICES, 
Ew YORK, 


INC. 
13 EAST 37th ST. RK, N. Y. 














Children’ s ius Sought 


SEATTLE, WASH.—Among recent im- 
provements at the shoe department of 
MacDougall-Southwick in this city 
since Earl Huffman, from Meier & 
Frank’s shoe section in Portland, has 
taken charge has been the augmenting 
of this section, in order to include a 
most attractive and complete children’s 
shoe department. With the department 
featuring its agency for the official Boy 
Scout as well as the Girl Scout shoes, 
a larger bid for children’s patronage is 
being made. 


Opens New Store 


ORANGE, N. J.—Charles Cohen, 
formerly with the Sonnenschein Shoe 
Store in Orange, has taken over the 
Beck-Hazzard store at 221 Main Street, 
and it is operating a store under the 
name of Selcoe’s Shoes, Inc., of which 
he is president. 








Qg 











To 
Our Advertisers In This Issue 





Adds New Feature Line 


LonG BeracH, CALIF.—The Quality 
Boot Shop,. widely known style shoe 
store at 333 Pine Avenue, owned by 
A. F. Musselman, has augmented its 
fall buying by taking on a high style 
line with health and comfort features. 
Mr. Musselman states that special 
stress will be placed on this type of 
merchandise this Fall and Winter. 

“There has been an incessant de- 
mand in our store for some years,” says 
Mr. Musselman, “for just this sort of 
thing and now we believe the time is 
ripe to go in for it in a large way. We 
feel that in the particular line we have 
selected we have found something to 
fill this gap, a gap which has been felt 
by the proprietors of many shoe stores, 
I think.” 





Sends Cards to Customers 


St. Louis, Mo.—Marc Baumoel, St. 
Louis specialty house representative, 
has sent cards to his customers, ex- 
plaining his inability to call on them 
due to his illness. Mr. Baumoel states 
on his cards that he will again resume 
his connections in time for the Fall 
buying and he extends an invitation to 
his customers to visit his permanent 
sample-room at 1410 Washington Ave., 
St. Louis, where Aubrey Hart is now 
in charge and will be glad to serve 
them or if they are in Dallas, Texas, 
his sample room at 918 Commerce 
Street is available to them with Martin 
Cohn in charge. 


Zouri Issues New Catalog 


NILES, MicH.—Zouri, manufacturers 
of store fronts, have issued a new cata- 
log that should be of much interest to 
the merchant desirous of improving his 
store. The new catalog shows many 
photographs of stores with the new 
Zouri fronts as well as explanatory 
drawings of the construction and design 
of the many Zouri store fronts. Due 
to the revival of business and the gov- 
ernment’s “Modernizing Main Street” 
drive, interest has been aroused on the 
subject of store fronts and this catalog 
should appeal to the many types of 
merchants. 





Granted State Charter 


JERSEY City, N. J.—Wenton Shoe 
Stores, Inc., retailers, have been 
granted a State charter. The concern 
has a capitalization of $50,000. Ezra 
L. Nolan is registered agent. 
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Shoes That 


The man in the photograph is 
wearing shoes of McNeely Dap- 
per Brown No. 28—kid shoes 
for men have been selling better 
in certain important stores this 
season than they have for many 
years. 


The woman is wearing shoes of 
Indies Brown No. 74—the vol- 
ume high style brown for all 
occasions. She might equally 
well have chosen Marrona No. 
25, which is meeting wide ac- 
ceptance. 


Go Places 


Put Leather In Action 





Action photo snapped 
at Radio City 


SHOES that lish as well when they're 


worn as they do in a show-window must be made of 
leather that is firm enough to hold its shape, flexible 


enough for elasticity. 


MeneELy kid is tanned to meet the 


demands of action—it s leather that wears and looks 


well in the wearing. 


MCNEELY DIVISION 


ALLIED KID COMPANY 
Huntingdon and Fairhill Sts., Philadelphia, Pa. 
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IGA 


made of 


COLONIAL 
PATENT 


Tweedie Footwear Corporation report excellent sales on these two fall patterns from 
their Tweedettes line made over lower heel lasts for junior misses, young women, 
and women who prefer low heel styles. Number T-1452-2 on the left is an all 





over pattern of that very popular dark brown patent — Colonial No. 99 — 
and on the right number T-1444-2 is trimmed with this leather which has 


found high favor everywhere among style-minded women. 


HV thal fine peatent can be 


LON, 
ate < 













COLONIAL TANNING COMPANY - BOSTON 


When writing advertisers please mention Boot and Shoe Recorder 
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om S NUG 
“LASTEX” SHOES 


are being shipped 


. 
fe yy paothe 


iD 





this month under the 


best carton labels... 





Snug-fitting, flexible, gently stretching 
quariers of “Lastex” fabric create 3 : 
THE SUPERCOMFORT SHOE Shoes, made with “Lastex quarters, 


in dress, town and sport models, is 

THEY MOULD TO THE FOOT & a now On its way to key shoe stores and 
- : departments throughout the country. 

The Flexette line is made by Gregory 

& Read Co., Lynn, Mass., New York 

Office, Suite 643 Marbridge Bldg., 47 

West 34th St. (Wlsconsin 

7-0268). For booklets and 

general information on the 


The full Fall line of Flexette HugSnug 














many uses and advan- 
tages of The Miracle Yarn 
in women’s shoes, write to 
“Lastex,” 1790 Broadway, 
New York City. 





AEG, Us & PAT, OFF, 


THE MIRACLE YARN THAT 
MAKES THINGS FIT 











- * - Sa he 5 « 4 . 
Slips on and off Cleans like any Yields to every Eliminates Allows Holds counter ~J"Lastex’’ nation- 
quickly, other part- move and fasteners and correct in right ally’ known and 
easily fabric shoe position gadgets pronation adjustment advertised 


When writing advertisers please mention Boot and Shoe Recorder 
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PONTA 


UNIFORM IN TEXTURES 
COLOR AND QUALITY SE) ) i 


Ly y , i 
No detail is overlooked in testing : : b BoB My hatched moteric! 10 icentice! cond? 
i ! tions found in its use as a shoe lining. 
PONTAN QUARTER LINING before it 
leaves the Du Pont plant to become a 


part of a shoe. 


Continual laboratory tests with the best 
instruments known to science are the 
guardians of quality and uniformity. 


This instrument is 
used fo test Pontan 
for its tensile 
strength. 


2 yon “8 
, 


The microscopic examination of all raw 
materials entering into the manufacture 
of Pontan is made to catch those flaws 
that would pass the naked eye. Finished 
material receives the same test. 





TA 


REG.U.5. PAT. OFF 


A miniature mill of laboratory type is 
used to check repeatedly the various 
steps in manufacturing process. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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BOOT AND SHOE RECORDER, August 1!7, 1935 


Announcing — 


The First Number in the NEW SERIES 
of MUSEBECK Women’s LASTS 


Here is the best looking number we have ever had in the Health Spot 
line. This shoe will please the woman whose style demands will not let her 
wear the wider, more corrective looking lasts. At the same time, her feet 
will get the support that is necessary for the maintenance of perfect 
body posture and lasting comfort. 


MUSEBECK 


Women’s 
NO. 4 LAST 


Style 


$404 


BLACK KID 
Mel-O-Wax Processed 
Pearl Grey Stitching 
14/8 Leather Heel 


Size R 

In STOCK August 15 poping 
Price " Prey 
AAA 


$5.25 | AA 


A 
Terms ‘ gC. 0 


5% 30 Days . E 
30 Days Net EE 








The strength of the regular Health Spot construction has not been sacri- 
ficed in this new number, but the finer stitching and dressier pattern give 
the shoe a lighter weight appearance so that it compares favorably with 
any dress oxford on the market. 


This black kid number is stitched in Pearl Grey. The make up numbers 
Brown Kid, $403 and Blue Kid, $402, are stitched in Champagne and 
White respectively. The White Kid No. $405, also make up, is stitched 
in white. 





SEND IN YOUR ORDERS NOW 


Health Spot Shoes are manufactured in Canada by the Murray Shoe Co. of London, 
Ontario, Canada. Health Spot Boots are made by H. J. Justin & Sons, Inc., 320 South 
Lake St., Fort Worth, Texas. 


MUSEBECK SHOE COMPANY 


Danville Illinois 
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McKAYS 


1555—Girls’ gun metal 
blucher oxford, 
oak sole, 7/8 
leather heel, rub- 
ber top lift. Sizes 














3% to 9....00.- $1.35 
Misses’ — 12% 
tO BS ccccoseeee $1.25 
















1557—Same in Brown. 







1561—Girls’ chevron 

embossed suede 
oxford, gun metal 
trims, oak sole, 
10/8 leather 
heel, rubber top 
lift. Sizes 2% 





Misses’ 






1579—Girls’ gun metal 
blucher oxford, 
oak sole, 10/8 
leather heel, 
leather top lift. 
Sizes 2% to 9. $1.45 


1577—Same in Brown. 









































WE ARE COOPERATING WITH 
THE NATIONAL BOOT AND SHOE 
MANUFACTURERS ASSOCIATION 
IN CONTINUANCE OF MINIMUM 
WAGES. MAXIMUM HOURS. AND 
CHILD LABOR REGULATIONS. 
UNDER WHICH THE SHOE MANU- 
FACTURING INDUSTRY HAS BEEN 
OPERATING. OUR MERCHANDISE 

IS MANUFACTURED UNDER 
THESE CONDITIONS 





















ASK THE E-J SALESMAN 
IN YOUR VICINITY To 
SHOW YOU THE COMPLETE 
LINE. 


STITCHDOWN 


2529—Girls’ gun metal blucher 
oxford, linol leather sole, 25 
9/8 leather heel, rubber 
top lift. Sizes 2% 
et errererre rrr rere $1.17 


2530—Same in Brown combi- 
nation. 








ENDICOTT - JOHNSON 


































Ej COLLEGIATE ! 
S]}WE ARE COLLEGIATE?! 


—_| GIRLS AND MISSES 
SPORT OXFORDS 
IN STOCK TO RETAIL AT 


$1.73 To 83.00 


We’re the type of shoe that will be 
selected by school and college girls 
everywhere. 





none A good all-round shoe for campus, 
classroom and sportswear with plenty 
of snap and style to appeal to the most 
fastidious young miss. 

Within the next few weeks millions of 
girls throughout the country will be 
7 asking for these very shoes. Take ad- 

vantage of Endicott Johnson’s In-Stock 
department and be prepared to serve 
this important Fall market right now. 














J GOODYEAR WELTS 
2376—Girls’ embossed 2372—Girls’ black calf 
suede bicycle oxford, trouser 
shoe, black calf crease vamp, 13/8 


trim, 13/8 leather 


heel, leather top leather heel, 


lift. Sizes 3 leather top lift. 

3MAN to 9, Widths A, Sizes 3 to 9, 
To Me Oi aw eee racce $2.00 Widths A, B, C $2.00 

LETE 2377—Same in Brown. 2373—Same in Brown. 

2378—Girls’ black calf 2383—Girls’ Black em- 

slide fastener ox- pe ha yD bal 

t th oxford, calf trims. 

co lage issfen thet 

“ heel, leather top 

lift. Sizes 3 to lift. Sizes 3 to 

9, Widths A, 9, Widths A, 
Be CS ccncccccee $2.00 Bi © cccccccccs $2.00 

2379—Same in Brown. 2384—Same in Brown. 









2529 


ee 

















-NDICOT T, NY xewsork chy 
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SHOE MANUFACTURERS 
ADRIAN SHOE CO., ff _— 


Abe H. Goldberg, ™ 
Women’s genuine Sbiccas, $4.00 and $5.00. 


D. ARMSTRONG & CO., 





KOZY KOMFORT SHOE MFG. CO., 








Clayton Hultgren, r oie PD, 

Women’s welts and turns, $10.00, $12.50. Howard J. Engaquist, 
BEST SHOE CO. Padded Sole Slippers; Women’s Compo Sole 
i Sandals, Slippers and Comfort Footwear; Padded 






Women's Ht. iGh Feonesr, Sole and Leather Sole Woolskin Slippers; Men’s 


In stock, $3.00, $4.00 and $5.00. 





and Women’s Bowling Shoes and Oxfords 




































































































































SrLLIREN — SHOES, ~ XS 6G. ye ene =" INC., 
th nepemend &, Toweling; Silk and Felt Bath Slippers, $1.25 to 
eon SMART, SHOE co., SY ye Toweling _ 
) . Marks, 
aoe and Boys’ Dress Shoes, $3.00, $4.00, 4 g N\ | MELROSE SLIPPER Co., 
BROWN SHOE co., IS SIF IN & Boudoir Slippers, $1.00 to $2.00 
Ed Pankau, Sid Armstrong, | Davis, 3. Cone. ; N Is N . THE m4 ee Go., 
oo of footwear for and from 4 SS i > Nn | ier ae a a $7.50 to $10.00; 
~N “i? ~ ler We 
W. S. CHASE & SONS, INC., he ~ oan ak i 
Mans ‘i Bole" Slippers and Boys’ Come S N ~ S i pm... J,, Rnedulst, Men, Women, Boys and 
: av. 8 ty * oO 
teem ine Rs —. Cavaliers, Open Toe |S § ‘N 4 NI Children. poe a: $2.50; Children’s” Pla-Shus; 
f ~ en's Basket Ba oes; Bowlin joes; Avi- 
Common Ruwitch = in an. i 1 ~ "7 S Ss NN ators’ and Skating Helmets 
Simon Ruwitch an ohn Roe i > NK 
~ MOUND CITY SHOE CO. 
“Bostonian Shoes’”’ 1 a I a Penkeu ’ 
THE, CerEt Ane & RYDER CO., Ail! ~] TS SS SS i General line of women’s and children’s shoes on 
H. Wendt, ee : | | » ~ > case lot factory basis, $2.95 downward 
Mer s & Women’s “‘Copegs.”’ $8.50 to $10.00; ; SY S NIE NATURAL BRIDGE SHOES 
Men’s Welts, $6.50 to $7.50 f I~ LY E J. W. McHenry, ° 
CRADDOCK TERRY CO., WA Z f SS Ae Ni< Women’s Arch type, $4.00, $5.00, $6.60 
ave A. Marks, i] 
General line of men’s, women’s and children’s { Vj ~~ > J > vongeee Gees ars. co., 
Pinar tnd ll gues ce f ~ Nis si Yemen’ aa and sport type Goodyear Welts, 
eg > Ss s an 
a? 6 a Shoe Co.), | SS Nig > ~ X QueEN QUALITY SHOE Co., 
Women’s ish wr Shoes, $6.50 to $8.50; j A a = SN Ss S 4 (orvvulien —— Shoe Co.), 
Handcraft Grade, $8.50 up ~— \ 4 Ww, : 
Die ‘omen's High Grade soem. $6.50 to $8.50; 
FMPIRE SPECIALTY FOOTWEAR co., | é Nim \ SS Nig De Luxe Grate, $8.5 
H. J. Kline anc au ne, 
Men’s & Boys’ Dress Shoes, Work Shoes and : SR ® IS E. F, REED & CO.. 
Hi Cuts; Ladies’ and_ Children’s Shoes; S]/~ =~ S Women’s Quallt: ’  Bootwear; “Varsity Girl 
“‘Standon’’ Tennis Shoes; Rubber Footwear SS = > = Shoes,” $7.50; ”-collegeor od Po 
EPHRATA SHOE CO., INC., 7 six “Elfin Shoe $7.50 and $8.50; ‘“‘Matriz 
Children's Pre-Welts, $1.50 to $2.95 | ~ SH |} ol F Shoes," $9.00" $10°56, $12.50 
*hildren’s Te-Weits, +0! 0 Vo 5 | R. J. SAWYER, INC... 
C. P. FORD & CO. RISK Y& Howard J. Engqu . 
ay F. aa. = lain —_ Indian Moceasins, $2.00 
Women's Welts and Sbiccas, $6.85, $7.50, $8.50 lige I SI! to $12.00, > p 
ore SHOE CO., 4] a i] sno anog ge — 
u Pe | ]~ Pa Barney — le 
Women’s and Girls’ McKays and Welts, $3.95 to CI pe ( ial | 8 Ed. C. Bronn, Chicago poy vicinity, 
; $5.00 = \ RK | | Mrs. Be iis 14Pine, Chicago office, 
ae ones wre. co., | [ A) = > ~ \ iz Ladies om $5.50 to $7. 
ank L. Pa i a | ten, | owes SHOE CO., INC., 
Women's McKay ‘Novelty Shoes, $3.00 | " Sine puomard J. Engauist, 
Vv CI i | Panay of oat uy Pullman ‘Slippers; Children’s Pre- 
ie a Reiter ga es =a T Welts; Zipper Bathing Shoes; Locker Sandals 
Women’s Compos, $3.00 and $4.00 U Tih aT a TUPPER SLIPPER CORP., 
HOECK SHOES, INC., | ai SAR Simon B. Wax, 
Handmade women's turns, $10.00 and $12.50 iy ped | | Formal and Boudoir Slippers, $2.00 to $10.00 
HUNTINGTON SHOE CORP.. f , T al ee | oe ney og MFG. CO., 
. J. Doyle, | | | “Hare ° . 4 
: . ~ Men’s Dress Shoes, $3.00 $5. ‘omen’ s 
atinie Pre ny ar . con. \ Novelties, McKay, Compo, welts; $3 ov S $5.00 
tll y P te > | Z ——— La Special order only. 
Padded Sole Slippers - for Men, Boys, Children re 8 : - ae WISCONSIN SHOE CO., 
and Women, 79¢ to $2.00 g= T Athletic Footwea $8.00 to $12.00 
— 









JONES TREADEASY SHOE SHOP 
NURSE SHOE CO 

O'CONNOR & GOLDBERG 

DR. REED CUSHION SHOE Co. 







a RETAIL SHOES 







OTHERS 


ARNOLD BROS. & CO. (lasts) 
BEE HIVE SHOE REPAIRING CO. 
DA BOOT & SHOE RECORDER 

CAMERON & CO. (shoe store seating) 
° CHICAGO SHOE TRAVELERS’ ASSN. (club rooms) 

FELTMAN & CURME SHOE STORES CO. 

(general offices) 

ROSMAN ADJUSTMENT CORP. (Collections) 

THE BOWCRAFT CO., Shoe Ornaments 
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